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OPEN WIDE 
THE DOOR 


to [better business and 
bigger profits, by sell- 
ing the National line of 
“Builders Hardware”. 
One of the items in 
great demand is No. 


«805 of the 


This view shows how snugly the doors hug the inside walls 
when open—allowing maximum space in the garage. 


National Garage Door Sets 


Automobiles have had a big sale this 
year. It is cheaper to have a garage 
at home than to use a public garage. 
You might as well get the business of 
supplying the demand in your com- 
munity. 





























The two illustrations on this page show 
the appearance of the set, and illustrate 
two of the eight good points. 

—The easiest working garage door set 
—no binding or friction. 





—Doors swing into the jamb against 
stops. 

—Absolutely weather-tight, snow and 
ice cannot interfere with opening and 
closing of doors. 

—Free and easy access to garage at all 
times—one door is so hung it will open 
without disturbing the other two. 
—Doors are adjustable in case of swell- 
ing or raising of cement floor. 





ore ee , om oe : Inside view showing doors closed, As they open inward, no 
—Adjustable feature prevents sagging snow or ice interferes. Doors swing into jamb against stops. 


of doors. 

—Doors require but a minimum of space in opening, as they are hung on the inside and fold and slide 
against inner wall. 

—The price on this set is such that it makes the cheapest combination possible with which to efficiently 
equip garage doors. 

Set No. 805 includes: No. 29 Latch; 1 only Swivel Hanger; 6-foot Braced Rail; 41% pair 4x4-inch Jap. No. 
505 T. P. Butts; 1 only No. 820 Chain Bolt; 1 only No. 830 Foot Bolt; 1 only No. 5 Pull; 1 only 41-inch 
No. 30 Safety Hasp. Packed complete in sealed carton. 

Send for catalog—‘‘National to Dealer Direct’’—more profit. 


NATIONAL MFG. COMPANY 


STERLING, ILLINOIS 
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Bringing the Kiddies 
Into Your Own Store 


Toys and Sporting Goods Will Do it at This 
Time of the Year—The'Kids Are Your Future 
Customers and it is Up‘to Mr. Dealer to De- 
velop Them—Get Father Interested in Toys 


By CHARLES DOWNES 





ages. And by a strange coincidence there are seven will probably be created on its mind that it won’t for- 
balls sold in hardware stores that appeal to each getinahurry. When the time comes for the boy to use 
of the seven successive ages of-man. a baseball the first place he will be likely to think of, if 

First, the colored soft rubber ball for the baby. you have shown any interest in him at all during the 
Second, the small bouncing ball for the toddler. Third, surprisingly short interval, will be the store where he 
the baseball for the growing boy. Fourth, the basket got his first ball, especially if you devote display space 
ball for the girl and the boy in their ’teens. Fifth, the to sporting goods. 
football for the prep school and college boy. Sixth, the As this boy grows older he will want a bicycle, ice 
tennis ball for the youth and the maid. And seventh, and roller skates, a sleigh and a top, and, it seems to 
the golf ball for the business and professional man. 

The baby that plays with the colored soft rubber ball, 
unfortunately, doesn’t seem to be of much interest to 
the hardware dealer as a rule, unless it happens to be 
hisown. But as a simple straightforward business con- 
sideration, and I hate to talk about any child that way, This is the best 
that rosy-cheeked, helpless little baby needs a baby — Bret po 

, ‘ : . _— play 
carriage, a high chair, a wooden gate to keep it from 
falling off the front porch, simple toys, but, above all, 
a colored soft rubber ball. As a hardware dealer, as 
a progressive merchant, as a man capable of creating 
happiness in your community it’s up to you to see that 
the babies of your town are supplied with colored soft 
rubber balls. Who ever heard of a baby without a soft 
rubber ball? And who ever saw a baby with a rubber 
ball that wasn’t colored? 

A ball given to a baby will immediately establish a 
' bond of human interest between you and the baby’s 
parents, who incidentally are constantly in need of new 
hardware. The mother will just naturally patronize your 
Store because you like her baby, and show that there 
are other things in life that you think of besides your 
own business. t 
Then when the child is able to toddle around strenu- 


aes. And by divided the life of man into seven ously if it is given a ball that will bounce, an impression 
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me, that any dealer that takes the trouble to look into 
the future will keep him coming by supplying him with 


his wants. 


Moreover, the older he becomes the more hardware 
he will need, and if you are successful in winning his 
respect and good opinion when he is at the most im- 
pressionable age he will form the habit of coming to 


your store. He will grow to feel that he is known and 
that he is sure of getting a square deal. 

You have every sort of inducement to offer to his 
fancy and to appeal to his tastes. In your sporting 


goods department you have everything from a jack- 


knife and a baseball to fishing tackle and camping out- 
fits. He will discuss learnedly with you the virtues of 
various guns and rods. He will ask your opinion about 
the sporting celebrities of the day; and if you are any- 
where near right you’ve got him “cinched for 
life.” All the paraphernalia and trappings of 
sporting life, from a tennis ball to racquets, 
nets and court rollers and from a golf ball to 
the latest model assortment of clubs are within 
your power to sell if you start with the baby 
“‘mewling and squawking in its nurse’s arms.” 
Two Kinds of Salesmanship 


HERE are two kinds of salesmanship, 

transient and constructive. The former 
is limited to the larger cities as a rule, the 
latter to the places where people usually have 
more time for enjoying life. Constructive 
salesmanship builds business slowly, customer 
by customer, each one being studied carefully, 
until it embraces whole communities and oft- 
time grows to the proportions of a beneficial 
monopoly. 

But this matter of winning the children is 
so clearly good business that it seems super- 
fluous to dwell upon it any longer. I main- 
tain that it is an essentially sound investment 
for any hardware dealer to conduct a fair pro- 
portion of his business so that he will win the 
trade of the boy and girl. “The boy is father 
to the man,” and it holds true everywhere. If 
the boy is won at an impressionable age, so 
that he reposes confidence in you both as a 
friend and as a deal- 
er, you have secured 
for yourself something of 
more value than gilt edge 
stocks or registered bonds, 
for you have a human in- 
vestment that will add com- 
pound interest as long as you 
are in business. 























Planting seeds of interest 





Up in the air 
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All American timber in every kid 


But unfortunately this is more or less of 
an indisputable subject. It is one on which 
the majority of reasonable men can arrive at 
some basis of agreement. It requires opposi- 
tion to get effective and definite results. When 
few people disagree on any subject it usually 
passes out of the memory of men for lack of 
interest. 

There is one thought that I should like to 
pass along in conclusion. No business can 
stand still. Business of any kind can only do 
one of two things—go ahead or backslide. 
Woe betide the business that takes itself for 
granted, for its end will be dry rot and stag- 
nation. 

The Toys to Sell 

UST as soon as the snow is off the ground 

the kids in every neighborhood will begin 
in earnest to play all sorts of games—roller 
skating, “go deviling” and a thousand and one 
good healthful exercise-giving pastimes—and 
it is up to the hardware man to see that each 
kid has toys with which to play. Toy tools 
are always a winner in a hardware store be- 
cause the grown-ups will be buying their 
spring gardening tools, and what is more nat- 
ural than to get some of the same things, ex- 
cept in miniature, for the children? 

More and more is it being impressed upon pur- 
chasers that the hardware store is the logical toy shop, 
and progressive dealers everywhere have already found 
out the value in several different ways. First, they 
bring the kiddies into the store. The kid of to-day is 
the regular customer of to-morrow. Next, when the 
children come to the store the father or mother comes 
with them, if they are spending any amount of money. 
Also, when the parents come in alone, if they see toys 
in your store they will buy them there, not across the 
street at the store that carries nothing else. It 1s 
easier to do all your buying in one store, so why not 
handle toys and-help your customers? The customer 
will certainly appreciate it. 

Your toy stock situated next to your sporting goods 
at this time means one suggesting the other. For in 
stance, father comes in to get fishing tackle which 
will be used for his own enjoyment. He sees toys and 
immediately thinks of the enjoyments which belong to 
the kids. He will not be so utterly selfish as to pamper 
himself and ignore his children. But, Mr. Dealer, be 
there to sell him, don’t be found wanting. Don’t forget 
that preparedness on toys is as important as any other 
branch. 
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WO vitally important changes of policy that will 
T inevitably react on the builders’ hardware business 

throughout the country have been announced by 
The Yale & Towle Manufacturing Company, Stamford, 
Conn. It has decided to withdraw from the direct so- 
licitation, from architects and contractors, of “contract 
business,” and furthermore will not continue to provide 
facilities for the scheduling of builders’ hardware from 
architects’ plans and specifications, nor will lump quota- 
tions be made based on schedules compiled from plans 
and specifications. Moreover, in this connection, The 
Yale & Towne Manufacturing Company have moved 
their general offices from New York City to their works 
at Stamford, Conn. All communications should be ad- 
dressed there, it is stated. 

In announcing that the New York office had been 
moved a statement was made explaining the reason for 
the change. ‘We believe,” the statement reads, “that by 
thus consolidating our office work we will be able to 
handle correspondence with greater rapidity and thor- 
oughness, which will result in greater satisfaction to 
our customers. We shall continue to maintain limited 
offices at our present location in New York (9 East 
Fortieth Street) and shall be glad to receive our cus- 
tomers and friends whenever they are in New York.” 
It is understood that The Yale & Towne Manufacturing 
Company will continue to maintain business offices in 
New York and Chicago, but that the exhibition rooms 
heretofore maintained in connection therewith will be 
discontinued. 

In announcing the change of policy regarding contract 
orders the statement issued by The Yale & Towne Man- 
ufacturing Company makes a detailed explanation. In 
part this statement is as follows: 


The Yale & Towne Statement 


66 ™ earlier years, all builders’ hardware was sold 
in the form of ‘stock goods’ by the manufacturer 

to the dealer, and by the dealer to the contractor or 
builder. If ‘scheduling’ were needed, it was done by 
the dealer or contractor. The styles were few and sim- 
ple, the dealers’ orders on the manufacturer were in case 
lots, and the manufacturer’s product was made in large 
quantities for stock. With the development of ‘contract 
business’ these early and sound conditions have been 
greatly modified; the varieties of builders’ hardware (in 
articles, designs, metals and finishes) have multiplied 
far beyond the reasonable requirements, with the result 
that the dealer, while carrying staple goods in stock, 
has drifted into the practice of transmitting his ‘con- 
tract’ or schedule orders to the manufacturer for execu- 
tion, instead of maintaining a stock from which to exe- 
cute them himself. But the proper handling of contract 
business can only be done,” the statement says, “by 
experts, preferably located near the building, and there- 
fore who can best be provided by the local distributor, 
not by the manufacturer. Unfortunately, the latter has 
drifted into this field, and frequently has become a 
competitor of the distributor, even to the extent of 
usurping his market in certain important localities. In 
our judgment the manufacturer should now withdraw 
from this field, and leave all of the work of distribution 
in the hands of the dealer, where it properly belongs, 
thereby resuming his proper function as a producer, 
and enabling him to give better service to his customers. 
“With these objects in view, we have decided that 
hereafter we will withdraw from the direct solicitation 
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from architects and contractors of ‘contract business’ in 
Yale Builders’ Hardware; that we will not continue to 
provide facilities for the scheduling of builders’ hard- 
ware from architects’ plans and specifications; and will 
not make lump quotations based on schedules compiled 
from plans and specifications. 

“Believing that simplification of the line of builders’ 
hardware, as well as reversion to the normal methods of 
distribution through trade channels, will benefit all 
concerned, we shall continue the movement begun during 
the past year, to eliminate from our line all superfluities 
(of kind, size and finish), while retaining everything 
essential to the actual needs and requirements of archi- 
tects, builders and contractors. Thus simplified, our 
line of builders’ locks and hardware will still include a 
sufficient variety of articles, sizes and finishes, in each 
of several grades, to meet all usual and reasonable re- 
quirements, and it will be our aim, when normal busi- 
ness conditions are restored, to carry all of these goods 
in stock, and thus be enabled to make prompt deliveries 
and to give’ the best possible service to our trade cus- 
tomers. 

“We shall continue to give the fullest and most effec- 
tive support to all distributors of our product, especially 
to those who carry ample stocks from which to meet the 
requirements of architects and contractors, and shall 
be glad to assist them, through our salesmen, when so 
desired, in qualifying for the proper handling of ‘con- 
tract business.’ Those of our trade customers who 
handle ‘contract business’ will continue to be able to 
obtain our products by ordering staple goods, which 
they carry in stock, in case lots, and by utilizing these 
goods, so far as possible, for the execution of schedule 
orders. Where other and more special goods are re- 
quired, they can be ordered from us by specifying kinds 
and quantities (but not openings), and when delivered 
can be repacked and labeled ‘by openings’ by the dis- 
tributor. If limited to goods hereafter cataloged by 
us, such orders, under normal conditions, can usually 
be executed promptly from our stock. Having dis- 
banded the extensive organization which we maintained 
for the handling of ‘contract orders’ in our works, we 
must hereafter decline to accept any orders which call 
for the packing and labeling of our product ‘by open- 
ings.’ ‘ 

“We thus withdraw completely from all competition 
with the distributors of our builders’ hardware, believ- 
ing that they can give better service to architects and 
contractors than we, and that being thus relieved, we 
can give them more prompt and better service than here- 
tofore. In thus withdrawing in their favor, we count on 
their continued loyalty and support. 

“If our opinion is desired, we advise that each of 
them who proposes to undertake ‘contract business’ shall 
compile carefully a list of the articles commonly called 
for, should carry adequate stocks of these, and should 
encourage architects and builders to conform their re- 
quirements to such stocks, in order thereby to gain the 
advantages of simplified orders, prompt deliveries and 
lessened cost. 

“Believing that our hardware trade customers will 
appreciate our purpose in thus seeking to make a com- 
plicated branch of their business more simple and prof- 
itable, and to restore it to its proper trade channels, we 
count on a continuance of the valued support with which 
they have favored us so long and so generously in the 
past.” 
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The Value of Clerks’ Day 


Roy F. Soule in His Final Message as Editor of Hardware Age 
Strikes Strong Note—The Merchants of To-morrow 
Should Attend the Conventions of To-day 


ied always believed that too much diplomacy is a high form of hypoc- 
risy. Nations, states, associations and individuals frequently suffer from the 
harrowing effects of too much diplomacy. 

In my last story as editor of HARDWARE AGE, I claim the privilege of push- 
ing diplomacy off the dock for a frank discussion of things worth while. 

My subject will be Clerks’ Day, for a better business is absolutely dependent 
upon the human element. 

Disraeli once said “the youth of a nation are the trustees of posterity” and 
Disraeli has deservedly gone down in history as one of the world’s greatest 
thinkers. 

It is certainly true that 20 years from now the hardware business of the 
world will be conducted by the young men, many of whom are to-day cub clerks. 


OR the past ten years I have been attending state retail hardware conven- 

tions. Some of them have been good meetings, and many of them have been 
punk. A few of them have been so exceedingly punk that they couldn’t even 
supply a light for the tiniest sort of fireworks. 

But with the passing of time the punk convention has ceased to be common, 
and as a whole the great trade meetings of the state associations are a power- 
ful influence for good and a mighty stimulant for better merchandising. 

It is true that occasionally a day’s meeting is still spoiled by some long- 
winded, light-headed orator who takes himself too seriously and treats the hour- 
glass with utter disdain. 

The president of the state association is usually a small town merchant, 
and in the city surroundings on convention week he is naturally nervous and 
doesn’t always know just what to do when a speaker abuses the time privilege. 
The president generally knows what he wants to do, but diplomacy, damnable 
diplomacy, plus a courtesy inherent in most hardware men, successfully challenge 
his desire to use the gavel. 


KVERY state association should have acensor committee of fearless men who 
will gag a speaker who is wasting the time of the merchants assembled. 

They should interview each unknown speaker before he goes on the platform, 
pass on his subject and agree on a definite time limit. Such a committee needs 
men of the Charley Woodward, Lou Heckler, O. E. McCutchan type. From 
prominent seats on the floor such men could flag the time waster. A red light 
system might be used to announce to such speakers that they were through. 
This ought to apply to all speakers. I have even listened to prayers on which I 
would hate everlastingly to pay long distance toll charges. 

No man is big enough to take the time of a great meeting of merchants with- 
out a time limit being placed upon him. Good speakers won’t mind it. The 
opinion of others doesn’t matter. It is better to humiliate an individual than to 
jeopardize the success of a convention. 

But this isn’t what I started out to say. The message I want to leave is of 
greater importance. 

The average merchant comes alone. It is true that many merchants bring 
their wives. That is as it ought to be. Any good man’s best business partner 
ought to be his wife. 
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But how many merchants bring their clerks? Pitifully few. Sufficiently 
so that it is generally cause for comment. It will be the commonest thing when 
hardware merchants take their convention work seriously. 


VERY state hardware convention should have its CLERKS’ DAY and 

CLERKS’ DAY should be the biggest day of the convention. That 
CLERKS’ DAY should be planned at least six months in advance, not only that 
an educational program with a punch in it may be properly prepared, but that 
association dealers may so arrange their affairs that they can promise in adanvce 
the presence of one or two clerks. 


I would suggest that you merchants set aside regular sums monthly for the 
full expenses of CLERKS’ TRIP to the convention. Charge it up on your 
books regularly just as you do your rent. Inaugurate a merit system and credit 
your boys with rewards of merit for the things they do to build up your busi- 
ness. Promptness, sales, care of stock, new customers developed, the sale of 
specialties you want pushed, neat personal appearance, why you know of a dozen 
things on which your boys could score. The prize system in a sales force works 
wonders in any organization. The National Cash Register Company isn’t too 
big to use it, and you are certainly not too small. 


HE state association might well offer a big prize for the CLERK who tells of 
the best sale. A CLERK’S question box would be a hummer. Imagine 
CLERKS’ DAY in the exhibit hall. Hundreds of CLERKS with special CLERK 
BADGES meeting the factory salesmen. Imagine the constructive influence of 
that contact! A young man in daily contact with consumers privileged to get 
the sales talk direct from the star salesmen of the factories whose goods you sell. 
If a talk on salesmanship from a big man enthuses you, a hardened, sea- 
soned, old convention attender, what will it do for your CLERKS? 

If a speech on store economy sends you home to inaugurate new thrift sys- 
tems, what will it do for YOUR YOUNG MEN? 

If store arrangement or location means anything in our business life and an 
expert pounds home the latest wrinkle to vour everlasting benefit, what will such 
a talk do for THE BOYS BEHIND YOUR COUNTERS? 

If the power of personal appearance means anything in the life of a store; 
if such simple things as clean hands, clean finger nails, well trimmed hair, neat 
clothing mean much to a store that would grow, just let YOUR PICKED BOYS 
hear an expert convincingly enlarge on their lesser things. 


[F I were a state association president or secretary I would consider it my 
first duty and my greatest opportunity to start a CLERKS’ DAY, and I 
wouldn’t give the spiders any opportunity to start spinning cobwebs on the idea. 
I believe the hardware merchants of this country will like this idea well 
enough to play the game. If they do not, I want to go on record as saying that 
they are plain pikers. ~ Men who live and are up to the ideals at which they, nod 
their heads and solemnly say amen, are few, altogether too few. But I can 
name five hundred retail hardware merchants who do measure up. 

The association official who first puts over a real CLERKS’ DAY will brand 
himself a big man, those who co-operate with him to insure the success 
of CLERKS’ DAY will never have reason to apologize for their part in it. 

Insist on CLERKS’ DAY. Go on record in writing. Be _ sufficiently in 
earnest to write your state secretary to-day, guaranteeing the attendance of one 
or two of your boys on CLERKS’ DAY. Such a guarantee will bring the con- 
viction of your sincerity and seriously impress that man who usually gives more 
to the state association than does the merchant member. 

CLERKS’ DAY at the next convention, not a half-baked delivery of an ill- 
conceived plan, but the kind of a day that will mean so much to the CLERKS of 
your state that you will thank God for your part in putting it over. 














Cutlers to Open Information Bureau 


To Teach Dealers Value of American Products—Question 
of Price Should Be Solved Before Too Late 


By CHARLES DOWNS 


be opened shortly under the direction of Charles 

H. Paine, editor of The American Cutler, to 
carry on a nation-wide educational campaign in behalf 
of the cutlery industry, with the intention of awakening 
a better appreciation of the accomplishments of the 
manufacturers and the merits of their products, as well 
as to help the dealer and the man in the street to under- 
stand points of value that will be of assistance in buying 
intelligently. 

The necessity for such an undertaking was pointed 
out by HARDWARE AGE nearly a year ago. The Amer- 
ican cutlery industry grew during the war with such 
astonishing rapidity and concentrated its energies so 
exclusively on the production problems presented by 
the war that little or no attention has ever been de- 
voted to give the public or even the dealers detailed 
and reliable information about the improvements that 
have been made in methods of manufacture. 

The growth of the cutlery industry has been one of 
the most outstanding developments of the war. The 
war presented an unparalleled opportunity to manufac- 
turers of American cutlery, and they were not slow to 
take advantage of it. As events shaped themselves the 


A N American Cutlery Bureau of Information will 


growth of the cutlery industry contributed no small 
share in helping the Government when the United 


States entered the war. The additional facilities and 
experience that American manufacturers gained during 
the period that the United States was neutral enabled 
them to produce enough cutlery plus surgical instru- 
ments to supply all of the Government’s requirements 
during the period of hostilities. 

The value and quality of the work done by the cut- 
lery industry for the country during the war has never 
been made public. The improvements made in the me- 
chanical forms of manufacture have never been given 
anything resembling publicity. The problems that the 
American manufacturer has had to overcome—such 
problems as are continually being presented by labor, 
by increased costs of materials and of distribution— 
have never been mentioned perhaps outside of the pages 
of The American Cutler and HARDWARE AGE. 

The story of the growth of the American cutlery in- 
dustry is a story of romance and achievement that has 
never been told. Only fragments of this story have 
ever been heard, and it is about time that all of the 
facts were made known for the good of the industry 
as well as for the benefit of the man that sells Amer- 
ican cutlery. 


Are Present Prices Reliable? 


HERE is, of course, no use in denying the fact that 
present prices have prejudiced many against Amer- 
ican cutlery. There is no question in my mind but 
that many of the present prices are unwarranted by 
prevailing costs of manufacture. To what extent this 
is true is, of course, difficult to determine in view of 
present unsettled conditions and labor difficulties. 
It is to be hoped that the newly organized American 
Cutlery Bureau of Information will endeavor to exer- 
cise its influence with the manufacturer to bring him to 


the realization that his future and his prosperity de 
pend absolutely on the service he renders the small 
dealer. 

As a matter of fact, I feel no hesitancy in expressing 
the opinion that the future of the American cutlery 
industry is entirely in the hands of the retail dealer. 
If he gets a square deal from the manufacturer he can 
make it impossible for foreign manufacturers to sell 
cutlery in this country. The majority of all fair- 
minded dealers seem to agree that American cutlery 
should be given the preference in American hardware 
stores, provided, they are given fair consideration by 
the American manufacturer in the matter of deliveries 
and prices. 

One of the most intimately informed manufacturers 
in the country, a man who rendered the country an 
inestimable service during the war, Mr. Charles F. 
Rockwell, stated in an address at the hardware con- 
vention held at Atlantic City last fall that ‘In the case 
of the pocket knife industry, the increase over the pro- 
duction of 1914 is 25 per cent. In the table, carver 
and butcher industry there is a like increase. In the 
shear and scissors industry the increase amounts to 
33 1/3 per cent, and in the straight razor blade in- 
dustry the very considerable increase of 200 per cent.” 

Furthermore, he stated that if the trade “will continue 
to favor the cutlery industry with its co-operation in 
accepting fewer patterns and numbers and the elimina- 
tion of unnecessary finishes so that the industry may 
make use of the many hand labor-saving devices that 
have been inaugurated during the war, the industry 
will begin very shortly to render something like normal 
service.” 


Reasons for Shortage 


ss77°ERE are several reasons for the apparent short- 
age in cutlery items,” Mr. Rockwell declares. “The 
most serious reason has been and is the shortage of 
skilled labor and the reduced output per capita of the 
labor now employed. Shorter working hours and a tre- 
mendous labor turnover have also contributed.” 

The American cutlery manufacturer is entitled to a 
square deal and there is undoubtedly much that can be 
said in his favor. But it is the man behind the counter 
who has to make the explanations about quality and 
prices to the public, and it is long past time to furnish 
him with facts and figures and talking points for his 
own benefit and, incidentally, the benefit of the trade. 

Charles H. Paine, editor of The American Cutler, is 
thoroughly qualified to undertake this work of spread- 
ing information about the cutlery industry. He is a 
man of unimpeachable character and has an intimate 
knowledge of both manufacturing and merchandising 
conditions which, with his editorial experience, makes 
it evident that only such news and information will be 
given out that will be of distinct value to the trade and 
to the public. From what I know of Mr. Paine | feel 
confident that this work that he has undertaken will 
not be limited merely to narrow propaganda, but will 
be of unique educational value to everybody interested 
in American cutlery. 
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New Englanders in Convention 


The Twenty Seventh Annual Meeting Proves of Greatest Benefit to Atlantic Coast- 
men—Boston Scene of Much Activity During Three Days of Lively Sessions 


By GERARD FRAZAR 


HE New England Hardware Dealers’ Association, 
a which was established in 1893 as the Massachu- 

setts Hardware Dealers’ Association, has become 
so accustomed to pulling off annual conventions and ex- 
hibitions that it is a habit. But even good habits cease 
to be virtues after a while, and one might naturally 
suppose that after holding twenty-six annual conven- 
tions and about a dozen exhibitions that all thrills con- 
tained therein were gone and that members of the As- 
sociation would have become tired of such affairs. 

Not so, however. The Association on Feb. 23, 24 
and 25 in Mechanics Building, Boston, not only con- 
ducted the best convention, its twenty-seventh, and ex- 
hibit from the standpoints of thrills, helpfulness, in- 
structiveness and sociability, but more members of the 
Association attended than ever before in the history 
of such things, and stuck it out until the final curtain 
notwithstanding the fact that Dame Nature contributed 
for the occasion a regular old-fashioned New England 
snow storm on the morning of the last day of the con- 
vention. During the meetings several speakers alluded 
to the various qualifications of George A. Fiel, secre- 
tary of the Association, upon whose shoulders rested 
most of the burden of making the convention what it 
was. The things said about him where not only com- 
plimentary, but his just dues. 

Mr. Fiel has had enough experience in such things to 
appreciate that to be successful an annual convention 
must at least start off with a bang and pep that puts 
everyone on his toes, and in selecting the speakers for 
the first morning a rare judgment of pep values was 
displayed by him. The pep qualifications of F. Alex- 
ander Chandler, Boston, are generally recognized by 
the hardware interests all over the country. Mr. Chan- 
dler presided at the opening of the convention and by 
the time he introduced Herbert W. Sibley, Ware, Mass., 
president of the Association, everybody was enthusi- 
astic. President Sibley gave a brief outline of what 
happened hardwareize in 1919 and so far this year, and 
what, in his judgment, we might expect, his remarks 
being clear-cut and optimistic throughout. 

In the absence of J. M. Campbell, Bowling Green, Mo., 
president of the National Retail Hardware Association, 
who was delayed by snows, but who later arrived and 
addressed the convention, Herbert P. Sheets, secretary- 
treasurer of that organization, spoke instead. Mr. 
Sheets outlined what his association was doing and try- 
ing to do, and also attacked the practice of some hard- 
ware manufacturers in selling to catalog houses at 
prices which he felt eliminated retail hardware compe- 
tition. He was followed by F. H. Payne, New York, 
president of the American Hardware Manufacturers’ 
Association and of the Greenfield Tap & Die Co., Green- 
field, Mass. Mr. Payne stated among other things that 
the cost of living depended very largely on production, 
and he was inclined to believe that labor, in demanding 
a forty-eight-hour week instead of a fifty-four, was 
largely responsible for the cost of living to-day. Fol- 
lowing Mr. Payne, Mr. Austin H. Decatur, Boston, vice- 
president of the National Jobbers’ Association, urged 
that the jobber and retail dealer co-operate more than 
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ever. He said he felt that the jobbers were willing to 
extend every help possible and hoped the retail dealer 
felt the same way. 

Roy F. Soule, editor of HARDWARE AGE, compared 
hardware conditions in this country following the Civil 
War, and traced briefly the growth of our manufac- 
tories up to 1914 without thought to anything but do- 
mestic business. Then came the World War and the 
capacity of our hardware factories was increased fur- 
ther. With the signing of the armistice Mr. Soule said 
it looked like a buyers’ market again, but instead prices 
have been steadily advancing. The higher prices he 
ascribed to the great scarcity of raw material, not a 
factory in the country getting enough of it. He stated 
his belief that there would be no serious decline in 
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Hiram W. Colton, Cambridge, Mass., newly 
elected president 


prices certainly not during the first six months, and 
possibly not until the closing days of 1920, if then. He 
appealed for the conservation of energy, coal, wood, etc., 
saying that at the present rate of wastage our visible 
supply of gasoline will be gone in 1930. Mr. Soule said 
he felt that greater usage of water power must come, 
and that it was the patriotic duty of everybody to see 
that it did come. He felt that production was one of 
our greatest national problems to-day and that every- 
body as Americans should increase it. 

Previous to Mr. Soule’s address, Saunders Norvell, 
formerly actively connected with the hardware industry 
in St. Louis, but now owning a large interest in a New 
York drug concern, spoke. Much of his address was 
in the nature of an explanation of how he happened to 
become interested in the drug business, and reminis- 
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cences of some of the old characters in the hardware 
business with whom he came in contact. But he did 
urge strongly that the hardware dealers present keep 
away from national advertising, for he said it led to 
price cutting by other retail stores and no profit to the 
hardware dealer. He also advised that the retailers and 
jobbers have a joint committee for the purpose of co- 
operation. 

The first morning session ended with an address by 
H. J. (Sailor) Ryan, Boston, whose subject was “The 
Glory That Is America’s.” 


Attacks the Metric System 


RESIDENT SIBLEY presided at the second morn- 

ing session of the convention, and introduced as the 
first speaker James T. De Chant, Boston, Burdett Busi- 
ness College, who, with the aid of an improvised illus- 
tration board, showed how the retail hardware dealer 
can size up the individual qualities in his help and by so 
doing can set them at work they are best fitted for. 

Mr. De Chant was followed by President Campbell of 
the National Retail Association, who arrived in town 
early Tuesday. Mr. 
Campbell stated that 
merchandising is on 
trial to-day, and that 
unless the retail hard- 
ware dealer could by 
service show that he 
was a national neces- 
sity, that he, like 
other unnecessary 
things that have gone 
before, would have to 





go. He said that he 
believed a hardware 
concern advertising 


articles for sale in the 
newspapers should 
have a window display 
of these goods, and 
that prices as adver- 
tised should appear in 
plain letters on the 
goods displayed. 

D. Findlay, L. S. Star- 
rett Co., Athol, Mass., 














George A. Fiel, secretary New then addressed the 
England Association convention. He asked 
the retail hardware 


dealers not to take seriously the talk of replacing our 
present measuring system with the metric. In the first 
place he said the manufacturers in this country did not 
want the metric system, that its adoption by them, espe- 
cially the machine tool manufacturers, would be very 
expensive, and that he doubted seriously if its adoption 
would help our export business, inasmuch as a very 
large proportion of it to-day calls for goods measured by 
American inches. He gave briefly the reasons for 
France and other countries adopting the metric system, 
namely, that they had no one general system as we have 
in this country, but instead several systems that made 
business within their own countries very difficult. He 
injected a little politics in his talk by upholding the 
Senate and pointing out its lack of co-operation with the 
White House. He told the retail dealer that co-operation 
with the manufacturer will help him to steer his craft 
into the harbor of success. 

George C. Morton, Carpenter-Morton Co., Boston, then 
gave the convention a brief history of the local Paint 
and Oil Club, and ended his remarks by saying that he 





Hardware Age 


felt the organization before which he stood was suffi- 
ciently well organized and versed in the arts of business 
to be able to give the Paint and Oil Club many valuable 
suggestions, and he hoped that the two organizations 
would co-operate freely in the future. 


Co-operation with Manufacturer 


EORGE K. SIMONDS, Simonds Mfg. Co., Fitch- 

burg, was slated for the next address, but he was 
unable to attend the convention. Instead, he delegated 
John E. Kelley of that firm to read his speech, but Mr. 
Kelley thought it more in keeping, in view of some re- 
marks concerning a competitor’s saw made earlier in 
the morning, to give an outline of what the Simonds 
organization was composed and what it was doing. He 
asked the retail dealers to send their clerks to the 
Simonds plant in Fitchburg, as some already have, for 
the purpose of instruction. He assured the dealers that 
his company would give the clerks every consideration 
and he felt sure this action would work out favorably 
for the dealer. Mr. Kelley sees a period of great busi- 
ness activity ahead of this country, based on the lack of 
sufficient homes, office buildings, ete. But he believes 
that it is time for the business man of this country to 
become conservative. 

Will T. Hedges, Corning Glass Works, Corning, N. Y., 
spoke briefly on “My Trip Across.” 

Charles Eglee, National Industrial Board, Boston, 
next gave a well delivered and highly interesting dis- 
course on the industrial unrest. He feels that capital 
taught labor to strike, and that labor would be satisfied 
with less money, with longer working hours if the em- 
ployer would only tell labor the truth about his business. 
He says labor does not want to manage capital’s busi- 
ness, and that if we as a country can unite all people 
along lines of underlying principles we will come out all 
right. 

Solon Wilder, Central Oil & Gas Stove Co., Boston, 
next gave a short address on co-operation, citing as 
an example his townspeople who recently gathered to- 
gether and dug out the street car line from snow and 
ice, This ended the morning session of the second day. 


Election of Officers 


HE third day was given over largely to the business 

affairs of the Association. The morning was taken 
up by the reading of various reports. The report of 
Secretary Fiel showed fifty-nine new members admitted 
during the year, most of them secured through a per- 
sonal contact with Mr. Fiel and other members of the 
Association during automobile membership drives. He 
also urged a large number of New England Association 
members to attend the convention at Buffalo in 1921. He 
made a suggestion that the Association’s headquarters 
be changed from their present location at the expiration 
of the lease to the new proposed Chamber of Commerce 
building. 

Hiram W. Colton, Cambridge, Mass., was elected 
president of the Association. Mr. Colton has been 4 
member of the Association for many years and one of 
its most active supporters. The other officers elected 
follow: Arthur C. Lamson, Marlboro, Mass., first vice- 
president; W. W. True, Newport, Vt., second vice-pres- 
ident; Calvin M. Nichols, Boston, treasurer; George A. 
Fiel, secretary. 

Directors elected were as follows: For three years— 
Joseph H. Williams, Boston; F. D. Jordan, Willimantic, 
Conn.; M. A. Taylor, Southbridge, Mass.; D. A. Forbes, 
Easthampton, Mass. For one year—C. E. Bragden, 
Danvers, Mass., to fill the unexpired term of W. W. 
True, who was elected second vice-president. 
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the Business of the Ohio Hard- 
ware Association to Make Bet- 
ter Merchants,” was never better ex- 
emplified than during the convention 
Pres. Charles held from February 24 to 27 at the 
Lammers Hotel Gibson, Cincinnati. Anybody 
who attended the sessions and visited 
the exhibits at the Music Hall could not fail to be 
impressed with the value of this annual gathering. 
This is particularly true of those sessions at which 
“Question Box’ discussions were held, and it is safe 
to say that very many members of the Association 
picked up new ideas, which will enable them, when 
they get back home, to improve their businesses. 

rhe convention this year was the greatest ever held 
by the Association, both in point of members, attend- 
ance, and interest manifested. The executive sessions 
were very interesting, particularly those at which ques- 
tion box discussions were held, and the speakers who 
addressed the members were the very best that could 
be secured to handle the various subjects. The exhi- 
bition of goods was one of the largest and best ever 
seen in this country, occupying both wings of the Music 
Hall. The social side of the convention was not over- 
looked, and the smoker and cabaret held at the Gibson 
ballroom on Wednesday evening was perhaps the most 
enjoyable affairs of its kind ever held in this city. The 
ladies’ committee also were tireless in their efforts to 
serve, and that they made a success of their program 
Is perhaps best evidenced by the many expressions of 
appreciation heard from the ladies who attended the 
convention. 

The past year, as evidenced by the reports of Presi- 
dent Charles Lammers and Secretary J. B. Carson, was 
the best in the history of the Association. The presi- 
dent’s report reviewed conditions as existing in the 
hardware trade during the year, and discussed prob- 
lems that he felt should have the attention of the Asso- 
Clation in the future, principal among which was the 
engaging of a field man to work among the members, 
attending their group meetings, and generally assist- 
ing them in store management, stock management, ac- 
counting systems, etc. Reference was made to the 
Present scarcity of all classes of goods, and the need 
for greater production emphasized. Stress was also 
laid on the value of the Association to the individual 
member and the necessity for keeping in close touch 
with the officers. In regard to the future, the presi- 
dent urged members to face it courageously, but recom- 
mended them to be conservative in their methods. 

Secretary Carson’s report stated that the past year 
was the best in the Association’s 26 years of existence, 
and that this statement covered all departments. The 
report mentioned the great enthusiasm displayed and 
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the fact that the members are now better equipped to 
take care of their business than they have ever been. 
Special emphasis was laid on the value of the group 
meetings, and suggestions made as to what should be 
discussed at them. Mention was made of the value of 
state headquarters for information of a special char- 
acter, and members urged to make the fullest possible 
use of it. The Insurance Department was also dwelt 
upon, as was also the value of the work of the Legis- 
lature Committee, and reference was made to the valu- 
able cooperation of the national headquarters. The re- 
port showed that during the past year the membership 
had increased from 977 active members, 201 honorary, 
and 376 traveling members, to 1161 active, 203 honor- 
ary, and 472 traveling. There are about 1700 hardware 
dealers in the State, and the aim for the present year 
is to increase the membership to 1500. 


The Convention Opens 

HE convention opened on Tuesday afternoon, Feb- 

ruary 24, at the Music Hall Auditorium. After a 
song lead by Will Reeves, the convention was called to 
order by President Lammers, followed by invocation by 
W. P. Bogordus of Mt. Vernon. An address of welcome 
were made by Hon. John Galvin, mayor of Cincinnati, 
and an address to the ladies by Miss Alice Englehart, 
president of the Cincinnati Business Women’s Club. 
Welcome addresses were also made to the traveling 
members and exhibitors by W. J. Heldman, of the Cin- 
cinnati Traveling Men’s Association, and W. B. Mel- 
lish, of the Chamber of Commerce, after which the 
meeting adjourned into executive session to hear the 
report of the nominating committee. The balance of 
the afternoon was spent in visiting the exhibition. 


J. E. McDonald of 
HARDWARE 
AGE 
interviewing 
Charlie Houch 




















Jack Isham, Al Becker and Bob Matthews 


In the evening, in the ballroom of the Gibson Hotel, 
an open meeting was held, at which addresses were 
given by Charles W. Asbury, of the Enterprise Mfg. 
Co., Philadelphia, and Orrin Lester, Associate Director 
of the Savings Department at Washington. 

Mr. Asbury took for his subject, “Industrial Unrest 
and Its Effect Upon the Distribution of Goods.” He 
gave a review of conditions existing in European coun- 
tries, in industrial circles, and also reviewed conditions 
as they exist in this country today. He took a very 
optimistic view of the situation, believing that the 
soundness of American thought would be equal to any 
demands made upon us. He urged all business men to get 
into closer touch with the workers and to discourage any 
class distinctions. Hardware men should take a long- 
time view of the situation and should do their utmost 
to stabilize prices. They should also take a more active 
interest in great public questions. In referring to 
trade conditions he stated that the demand for hard- 
ware in the U. S. today is far greater than the supply 
and deliveries are getting farther behind each day. 
This was caused by under-production and lack of trans- 
portation facilities. 

Courage to Say “No” 

R. LESTER, in his address blamed people them- 

selves for the high prices. The public must dis- 
criminate in buying, must curb their extravagant ten- 
dencies. We must develop moral courage to say to the 
salesman, “No, that is too much to pay; have you some- 
thing of good quality at a little less price?” He de- 
clared that dealers must become the directors of de- 
mand and educate the public how to buy. Our greatest 
public need today is to popularize economy. ‘Produce 
and save” must be our watchword; no nation can afford 
to waste, as her resources will not permanently stand 
extravagance. 

On Wednesday morning, February 25, an executive 
session was held, opening with a question box discus- 
sion led by Rufus Andrews, Central Hardware & Stone 
Co., Akron. The subject was, “How Can I Increase My 
Business?’’, and the discussion was participated in by 
Messrs. Zettler, Columbus; Pitcher of Grafton; Baker 
of Dayton; Reid of Oxford; Fewer of Greensboro; King 
of Dayton; and Gray of Coshocton, and many very 
practical ideas were given as to the best methods to 
be used. Particular stress was laid upon making the 
stores attractive, and the enormous value of courtesy 
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to patrons. Suggestions were also given as to stocking 
new lines of goods, and as to what had been found the 
most profitable. 

Then came the President’s address, and the Secre- 
tary’s report, referred to above, and the report of the 
Secretary of the Insurance Department, and Legisla- 
ture Committee, after which the members were ad- 
dressed by R. W. Hatcher, Millidgeville, Ga., director 
of the National Association. Mr. Hatcher spoke on 
“The Changing Order,” and urged his hearers to get 
a line on conditions in their territory, and to study the 
service of efficiency. The chain stores and mail order 
houses were the vital problems the hardware man had 
to face, and their solution he believed is to be found 
through their state and national associations. He also 
referred to the abnormal times through which we were 
passing, but believed that business men would find the 
remedy. The speaker elaborated on the personal serv- 
ice rendered by the National Association, and the value 
of conventions to the dealers. 

Thursday morning’s session opened with a question 
box, “Store Arrangement and System of Handling 
Stock,” led by the new President, Albert Zettler, of Co- 
lumbus, and participated in by Messrs. Van Bert, Lans- 
ing, Mich.; Parrish, Hamilton, Mo.; Secretary Carson; 
Voss, of Salem; Walston, of Lima; Greuner, of Toledo; 
Baker, of Dayton, and Fewer, of Greensboro. All these 
gentlemen had valuable suggestions to offer as to the 
best methods of handling stock, and it was the general 
concensus of opinion that retailers should sample part 
of their store, mark retail prices plainly, and remove 
counters so that customers would be able to examine 
their goods. 

At this session an address on “Tools” was given by 
Horace Disston, of Henry Disston & Sons, Philadelphia, 
who gave a resumé of conditions existing in this branch 
of manufacturing, and the reasons for the delay of 
shipments. He urged dealers to study more carefully 
the needs of their customers, and urged greater cooper- 
ation between dealer and manufacturer. 


Losing the Steel Worker 


ENRY SQUIBBS, of the American Steel & Wire 
Co., Chicago, spoke of conditions existing in the 
nail and wire market today. The principal cause of 
shortage in these lines was declared to be the lack of 
training of men now working in the mills, and he ex- 
plained this by the fact that when the steel strike was 
called many of their employees had gravitated to other 
industries, and had not returned, with the result that 
it had been found necessary to train entirely new men, 
and this, of course, took some time. Conditions, how- 
ever, were improving daily, though slowly, and it would 
take some time to clear up the unfilled orders now on 
the books of the mills. He advised the dealers to buy 
conservatively, anticipate their requirements, and to 
avoid buying for speculation. 

The session was concluded by a question box, “How 
Can I Make an Automobile Accessory Department 
Pay?”, led by A. H. Vayo, Sales Manager of the Eclipse 
Mfg. Co., Indianapolis. This was the liveliest discus- 
sion of the convention, and the greatest interest was 
manifested in the address of Mr. Vayo, who stated that 
statistics had shown that there were 7,600,000 automo- 
biles registered in the U. S. and of this number 70 per 
cent were located in rural districts, and 54 per cent of 
the whole number in the Middle West. The hardware 
dealer, in his opinion, was the logical outlet for this 
class of goods, and he urged his hearers to get in touch 
with their jobbers handling accessories and go into the 
matter thoroughly. He was ably backed up by Mr. 
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Pearson, of Greenville, Ohio, who gave his experiences 
in the accessory field. Others also joined in the discus- 
sion, and many practical suggestions were advanced 
for those desiring to add this line to their stores. That 
this is a profitable field for the hardware dealer was 
shown when everybody present handling accessories ad- 
mitted, by a show of hands, that they had made money 
in this department during the past year. 

The concluding business session of the convention 
was held on Friday morning, February 27. The ques- 
tions box discussion, ‘Methods of Distribution,’ was 
led by State Secretary Carson, and participated in by 
Messrs. Zettler, Heller, Bogardus, Peterson, Massey, 
Gwaltney and Treasurer Baker. The distribution of 
hardware was discussed from all angles, and it was the 
general opinion that this question can best be settled 
by a combination committee from retailers, jobbers and 
manufacturers. 

At this session, R. A. Peterson, editor of the National 
Hardware Bulletin, gave a very interesting talk on 
“You and Your Business,” during which he gave an 
outline of the activities of the National office during 
the past year, paying particular attention to the value 
of cooperation among the different associations. 

The report of the Legislative Committee was read by 
Secretary Gray; that of the Resolutions Committee by 
R. F. Fawcett, of Salem; the Memorial Committee by 
Cc. L. Gwaltney, of Lockland, and the Election Com- 
mittee by M. J. Strauck. 

The resolutions submitted condemned the American 
doctrine of radicals; indorsed the return of railroads 
to private ownership; urged prompt action on the Peace 
Treaty; approved the “Stevens Standard Bill’; dealt 
with the principles of distribution, and the manufacture 
of nails, which are so urgently needed. 


The New Officers 


HE report of the Election Committee showed that 

the following officers had been elected for the en- 
suing year: President, Albert Zettler, Columbus; Vice- 
President, Chas. F. Hauck, Springfield; Secretary, 
James B. Carson, Dayton; Treasurer, John F. Baker, 
Dayton; Directors, F. A. Walther, Bucyrus; R. F. Faw- 
cett, Salem; Miles Watson, Oberlin; Fred Neile, Zanes- 
ville; Delegates to the National Convention, Howard 
Vertner, Sidney; Harry Gardner, Bryan; L. M. Kreig, 
Newark; Chas. M. Rehberg, Cleveland, and Frank C. 
Massey, Osborn. The seal of the State of Ohio was 
voted to Phil G. Wertz, of Cleveland, as the most popu- 
lar member. 

The report of this convention would not be com- 
plete without reference being made to the great work 
of the Cincinnati Hardware Club in connection with 
the entertainment of the visitors. The ladies’ commit- 
tee, headed by “Jack” Isham, certainly won for'them- 
selves new honors for the very pleasant and efficient 
manner in which they took care of the ladies attending. 
The musicale at the Sinton Hotel on Tuesday evening 
was one of the best ever held in this city. On Wednes- 
day a noon-day luncheon was provided at the Gibson 
Hotel; the afternoon was devoted to the fashion show 
at Alms & Doepke, and in the evening a theater party 
was held at the Grand. Thursday morning was given 
up to shopping and the afternoon to an inspection ot 
the exhibits at the Music Hall. Friday was left open 
in order that those wishing to do so could take advan- 
tage of the opportunity to visit friends or do their 
shopping. 

For the men, the principal entertainment was, of 
course, the smoker and cabaret held at the Gibson on 
Wednesday evening, and arranged by the entertainment 
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committee of the Hardware Club. On Thursday night 
the members of the O. H. A., with their ladies, attended 
Keith’s Theater. 
“Thank You, Cincinnati” 
H. BECKER, the genial secretary ¢f the Cincin- 

* nati Hardware Club, was one of the busiest men 
in the city while the convention was on. On him fell a 
large part of the work of getting the local end of the 
program in shape, and the big success attained was in 
great measure due to his untiring efforts. 

At the concluding session of the convention, M. A. 
Griffith, Madisonville, retired hardware merchant and 
one of the most respected men in the hardware field, 
was elected a life member of the Association. Mr. 
Griffith is now 86 years old, but a wonderfully preserved 
man, and took as keen an interest in the affairs of the 
Association as anybody present. The same honor was 
paid W. P. Bogardus, of Mt. Vernon, 79 years old, but 
now retired as an active merchant. Mr. Bogardus also 
took a very active part in the convention, particularly 
during the question box discussions, and his sound 
views on matters pertaining to the hardware trade gen- 
erally were listened to with the greatest attention by 
everybody present. ' 


Alex Glockner of Portsmouth surrounded by the 
Davis Brothers 





Missourians Meet in 
St. Joseph in Annual Convention 


President Cole Tells Association Members Value of 
Trade Papers—Officers Elected for Coming 
Year—Southwest is Prosperous 


OU don’t have to show ’em out in Missouri any 

more. They are there to show you and show you 
plenty, if the report of the recent State convention of 
the Missouri Retail Hardware Association is to be taken 
as a criterion of the progressive merchants in that com- 
monwealth. 

This year the men gathered at the Auditorium in St. 
Joseph, Mo., on Feb. 17, 18 and 19, and the ideas which 
were exchanged and the exhibits which were shown 
were enough to enthuse the most skeptical. 

Taken as a whole, conventions all over have been 
wonderfully enthusiastic and reflect creditably upon the 
prosperity of the hardware merchant from one end of 
the country to the other. It is but natural that the State 
of Missouri, that has shown more progress during the 
past few years than any other State in the Union and 
one which is located in the midst of rural wealth should 
come to the front with frank, honest statements. 

The convention opened with a speech by President 
W. C. Cole that will long be remembered. Mr. Cole is 
a dealer from Bethany, and he is the livest of wires. 
His speech was received with warm acclaim. 

“In giving my report, I wish to emphasize the im- 
portance of studying the future as far ahead as possi- 
ble,” said President Cole. “Our past record will be 
given by our worthy secretary, Mr. Becherer, and our 
treasurer, Mr. Rinie. 

“We have just passed through the most prosperous 
times ever seen by the hardware dealers, and our ambi- 
tion is to make the future greater than the past. In 
order to accomplish this we must know what the future 
will bring forth before we get to it. 

“The hardware dealer who reads the trade journals 
is always abreast of the times because he reads about 
what the other fellow is doing. The pages of the trade 
paper are the meeting place of many hardware minds 
on subjects that are interesting and instructive to all 
dealers. The hardware trade paper is to the average 
merchant what the post-graduate course is to the col- 
lege student. It is the place wherein the exchange of 
ideas occurs, and it is an all-year-’round convention of 
the best hardware merchants of the country. 

“Through reading trade journals we have become per- 
sonally acquainted with many of the best hardware men 
in the country, and we enjoy these friendships more 
than we can tell. 


The Modern Market Place 


ai les trade paper is also the modern market place. 
Years ago it was necessary for the hardware mer- 
chant to go to market once, twice or even three times a 
year, and visit the larger cities, in order to buy his sup- 
plies and see what new goods had been developed during 
the year. Nowadays all the goods are announced through 
the advertising pages of the trade papers, and instead 
of the merchant now going to market once or twice a 
year, the trade papers come to him many times during 
the same period of time, and thus he is enabled to study 
closely the market conditions for the future and adapt 


and add to his 
stock new goods to 
take care of the 
growing demands. 

“The trade papers 
are entitled to a 
great deal more 
credit than they 
have received for the 
development of the 
hardware business 
during the past twenty years. Show us a live hardware 
merchant to-day and we will show you a man at whose 
desk arrive many trade papers. By constantly study- 
ing the pages of the hardware journals you will be able 
to advertise your business to better advantage. You 
will learn much about cost accounting, because of the 
experience of other merchants, and you will eventually 
be able to select the right location. 

“They will help you to keep your stock in proper 
shape, and many new ideas suggested about window 
trimming will produce additional profit for you at the 
end of the year. 


What Trade Papers Do 


“FERRE are some of the things which we have learned 
by our constant study of the hardware trade 
journals: 

“We have learned to do better advertising. We have 
learned much about credits and collections. We believe 
our window displays are better than they used to be 
because we have watched through the trade journals 
what other hardware men have been doing.” 

The following officers were elected for the coming 
year: President, W. A. Denny, New Hampton; vice- 
president, A. M. Hoffman, Sedalia; members of the 
Executive Board—For three years, D. E. Smith, Joplin; 
J. Parish Hamilton. For two years, G. A. Pauly, St. 
Louis; George Leaper, St. Joseph. One year, J. H. 
Dickbrader, Washington; treasurer, G. M. Rinie, St. 
Louis; secretary, F. X. Becherer. 


Pres. W. C. Cole 


Coming Conventions 


SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT ASSO- 
CIATION, composed of Alabama, Florida, Georgia and Ten- 
nessee State Associations, Convention and Exhibition, At- 
lanta, Ga., May 4, 5, 6, 7, 1920. Walter Harlan, secretary- 
treasurer, 701 Grand Theater Building, Atlanta, Ga. 

SOUTHERN HARDWARE JOBBERS’? ASSOCIATION CONVENTION, 


Headquar- 
secretary, 


Atlantic City, N. J., May 11, 12, 138, 14, 1920. 
ters, Marlborough-Blenheim. John Donnan, 
Richmond, Va. 

AMERICAN HARDWARE MANUFACTURERS’ ASSOCIATION 
CONVENTION, Atlantic City, N. J., May 11, 12, 13, 14, 1920. 
Headquarters, Marlborough-Blenheim. F. D. Mitchell, sec- 
retary-treasurer, Woolworth Building, New York City. 

NATIONAL RETAIL HARDWARE ASSOCIATION CONVENTION, 
Buffalo, N. Y., June 22, 23, 24, 25, 1920. Headquarters, 
Hotel Lafayette. Herbert P. Sheets, secretary, Argos, Ind. 
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EDITORIAL COMMENT 








Necessity for 
Creative Work 


HE American people have not given a good 
account of themselves since the armistice 
in the matter of doing the work that it 

was said during the war was accumulating to 
be done after the war. There has been little 
creation of material wealth. The appraisal 
must be made in terms of the material things. 
not in terms of money value. The depreciatio: 
of the dollar’s value makes it that many proper- 
ties are worth more, in dollars, than before the 
war, but the properties are the same. In earn- 
ing power, again, some properties, as those of 
public service corporations, have declined, be- 
cause operating costs have increased more than 
incomes. 

In the creation of material and permanent 
wealth very little has been done, and relatively 
little is now being done. Despite the great 
industrial activity, a smaller proportion of the 
work than usual is being done in the creation 
of things that will survive. The railroad sys- 
tem has not been improved and there has 
been little construction of dwelling houses, of- 
fice buildings, hotels and factories or other 
structures. 

The subject of the creation of wealth and 
various kindred subjects all revert in the last 
analysis to the one big subject that is always 
in men’s minds, that of “prosperity.” Pros- 
perity is more than activity for it involves ad- 
vancement, making progress. Prosperity would 
not be the great goal, did it not involve prom- 
ise of future happiness. It is sometimes re- 
marked that present conditions need not be 
complained of because nearly everyone has a 
good income and is spending the income freely. 
To those who object to “the present extrava- 
gance,” the rejoinder is made that no harm is 
done, that people are no more than spending 
their incomes, and savings banks deposits are 
increasing. If the condition of activity could 
be regarded as true prosperity, it could only be 
so regarded on the basis that the people elect to 
pursue happiness by this course. Now, it is ob- 
vious that such is not the case, for instead of 
the people being happy in their unusually rash 
expenditures there is almost universal discon- 
tent. 


The United States must enter upon a wealth- 
creating period or it will degenerate. By rea- 
son of the setback given by the war the creation 


of material wealth should be pursued with par- 
ticular vigor, now that the war is ended. The 
period has not been entered upon but it must 
be entered upon some time, and thus the condi- 
tion of the past year, and the present condi- 
tion, cannot be regarded as altogether perma- 
nent. 

During the war it was a generally accepted 
doctrine that a period of hard and useful work 
of several years’ duration would necessarily fol- 
low, both by reason of the loss of time occa- 
sioned by the war and by reason of the broad- 
ening of men’s minds, whereby they would 
want more and had learned how to achieve 
more. Whatever the length of that period of 
constructive effort should be, the time that has 
elapsed since the armistice is not now to be 
deducted. The time has constituted a sort of 
vacation, and the whole operation, whatever it 
may be, still lies before us. We have had lav- 
ish expenditures, but they have not been largely 
expenditures in the direction of creating per- 
manent wealth. 

The steel industry has first-hand evidences 
of these conditions. There has been a heavy 
demand for steel, but an-unprecedentedly small 
proportion of the steel demand is in connection 
with work of permanent value. It had never 
been supposed that there could be as large de- 
mand for steel as there has been, without great 
quantities passing into construction work and 
to the railroads. While there has not been full 
output, the production has exceeded the outputs 
in years before the war when large proportions 
of the steel made went ifto permanent employ- 
ment. 

This country has been fortunate during the 
war in building up several industries that had 
been up until that period neglected. The cut- 
lery industry and the toy industry stand out 
most prominently to the hardware dealer and 
there are several other lines of manufactured 
haydware. Both toys and cutlery have taken 
some of the metal product of the last few years 
but even with these added lines drawing upon 
the industry the work of permanent value has 
not increased. 

Rapid strides must be made if we are to hold 
our place and the time for making these strides 
is becoming more limited every day. Manu- 
facturers of hardware have their work to do 
in the great scheme of things and so have the 
hardware dealers. Both should not wait until 
someone else starts but should enter upon the 
new work with determination which will be 
an example to others. 
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OY F. SOULE has resigned the editoriship 
of HARDWARE AGE. On the 15th of the 
month he becomes. vice-president of 

A. C. Penn, Inc., manufacturers of the Penn 
Safety Razor, the Wallace Lamp and other 
hardware specialties. 

Twenty-two years ago Roy Soule started his 
hardware career as an apprentice clerk in the 
hardware store df T. H. Caley, Princeton, Minn. 
All the odd jobs that naturally fall to the lot 
of a cub clerk gravitated his way. He swept 
the store, put the high lustre on the stoves and 
ranges, and started the furnace fire regularly at 
4 a. m. on frosty mornings. 

The vivid memories of those cub days fur- 
nished the dedication ‘“‘To those mortals whose 
spirits never become too proud to shine a 
stove,” used in his first book “How to Sell Hard- 
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ware.” This book and its companion “Hard- 
ware Selling Campaigns” have proven the two 
best sellers in hardware literature. 

After three years of back-breaking, but thor- 
ough apprenticeship, his ambition led him into 
the West. His first good job was with the Mis- 
soula Mercantile Company, now known as the 
Kalispell Mercantile Company, Kalispell, Mont. 
In five years he climbed from the bottom of the 
selling list to the position of manager of retail 
sales. Then a bigger job beckoned.. He an- 
swered the call, becoming manager of the Hard- 
ware Department of the Copper City Commer- 
cial Company, Anaconda, Mont. He was at 
Anaconda five years before the editorial 
bug bit him. It happened this way: When 
the hardware department of Iron Age was 
segregated and published as a_ separate 
magazine the publishers recognized the need of 
aman who not only had a thorough knowledge 
of hardware, but was able to impart that knowl- 
edge to others in a forceful and interesting 
manner. Up to that time Mr. Soule had writ- 
ten but one article for publication. It was 
written in a new vein, and carried what has 
since become known as the “Soule punch.” 
That article came to the attention of the man- 
agers of this publication, and one month later 
Roy F. Soule was on the editorial pay roll, 
making a store-to-store visit through the coun- 
try under the title “The Assistant Manager to 
the Retail Hardware Dealers of America.” Six 
months later found him Western Editor, with 
headquarters in Chicago. In another six 
months he became Editor of this publication, a 
position he has held continuously from that 
time. During the past ten years Roy F. Soule 
has been a constructive dominating force in the 
field of his chosen endeavor. His merchandising 
stories and forceful editorials have been read 
with interest by hardware men everywhere. 
His style has always been clear, direct and 
forceful. Mr. Soule believes Abraham Lincoln 


to have been the greatest American writer, and 
from a study of the martyred president’s works 
was greatly assisted in speaking a language 
thoroughly understood by common people. 
Most of his editorials and business articles were 
written with an imaginative hardware clerk 
seated at the opposite side of his desk. His 





Hardware A ge 








March 11, 1920 





GOOD 
LUCK, 
LLEW 


influence in shaping the destinies of, and stimu- 
lating the ambitions of young hardware men 
has been a marked power for good. He has 
been an inspiration for better trade journalism. 

During the World War the influence of his 
pen leaped the barriers of a single trade in- 
fluence and he became a national character. 
His war editorials appearing in HARDWARE AGE 
were extensively copied and quoted. Coupled 
with his ability to write Mr. Soule is gifted 
with a rare magnetic power of expressing him- 
self in speech. 

During the past two years he has spoken 
publicly on an average of twice a week, appear- 
ing before audiences in every state in the 
Union. In questions of national or trade im- 
portance he has always taken a firm stand and 
a fearless position. 

Much of his success has been due to a keen 
understanding of and sincere sympathy in the 
problems of his fellow man. His aptitude for 
making friends—real friends—is one of his 
greatest assets. He has hundreds, yes, thou- 
sands of friends in the hardware business, and 
a couple of hundred or more in this office to 
whom he is known as Roy, and whose best 
wishes will go with him in his new work. 

While HARDWARE AGE sincerely regrets his 
loss to trade journalism, it takes pride in hav- 
ing been the medium through which the enthu- 
siasm and inspiration of Roy F. Soule have 
been given to the hardware world. 

We are glad to announce that he will be a 
frequent contributor to HARDWARE AGE in the 
future. 


LEW S. SOULE becomes Editor of HArRpD- 
WARE AGE on March 15th. This merited 
advancement is the culmination of seven 

years’ hard work for this publication, during 
which time Mr. Soule has assiduously applied 
himself to preparing for the responsibilities he 
will now assume. 

Born in Princeton, Minn., he attended the 
public schools and was a member of the first 
class graduating from the State High School 
in that place. 

Working his way he then attended Carlton 
College, Hamlin University and the University 
of Minnesota. While at Hamlin he was a 
























“classmate” of Governor Burnqyist and Curtis 
M. Johnson. 

The rest period that followed his college 
career consisted of a two days’ train ride to 
Spokane, Wash., immediately followed by two 
additional days on a stage coach bound for the 
then new and booming mining camp of Re- 
public, Wash., there for two years he worked as 
assistant auditor for a mining company. 

Then, astride a western cayuse with a camp 
outfit on pack saddles he roughed it down to 
southern Idaho. 

There he spent twelve years merchandising, 
serving in every position from clerk to general 
manager. 

During his last two years in the West Llew 
Soule became a regular contributor to HARD- 
WARE AGE. Eventually an important editorial 
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vacancy in the Chicago office of this publication 
proved his opportunity and the way he has “meas- 
ured up” is an indication of what may be confi- 
dently expected of him in the enlarged field of his 
future. 

The credit for building up HARDWARE AGE 
“market reports” to their present high efficiency 
is due to Llew Soule. His Chicago markets have 
been a standard from which other market editors 
have profited greatly, and his methods: have been 
emulated in other centers to the marked benefit of 
this publication. 

Llew Soule has made the title Western Editor 
mean something more than a chair warmer in a 
comfortable Chicago office. An _ indefatigable 
worker, he has traveled extensively seeking con- 
structive editorial material, and the manner in 
which he has written has won the admiration and 
esteem of the entire trade. 

His “Man Behind the Counter” stories have been 
a ten-strike feature in HARDWARE AGE, and the 
stories of his recent trip to the Pacific Coast and 
return were to most of the trade a revelation on 
the development of the West, and excited great 
interest and favorable comment from many lead- 
ing hardware manufacturers. 

On that trip, as on his other many journeys, he 
placed his rare merchandising and store arrange- 
ment abilities entirely at the disposal of the stores 
he visited. By personal contact with thousands of 
hardware stores he has demonstrated the building 
power of a business publication. 

His broad knowledge of business conditions has 
made him a popular convention speaker, and his 
ability to make and hold friends is a constant 
feeder to his story mill. Dealers on whom he 
called several years ago do not forget to write Llew 
when they develop business stunts worth while. 

Mr. Soule is a charter member of the Chicago 
Hardware Club and when the news of his advance- 
ment reached a dozen members of that great organ- 
ization at the Ohio Hardware convention in Cincin- 
nati a few days ago a congratulatory dinner was 
promptly arranged in his honor and a beautiful 
memento of the occasion was presented to him. 

Following this spontaneous expression of ap- 
proval, the hardware fraternity of Chicago joined 
in giving Mr. and Mrs. Llew Soule a farewell din- 
ner at the Chicago Hardware Club on the evening 
of March 6. 

Harry B. Macrae of the Reading Hardware Com- 
pany acted as toastmaster, and at the close of the 
dinner called on Henry Squibbs of the American 
Steel & Wire Company who, on behalf of Llew’s 
friends, presented him with a beautiful diamond 
stickpin, and then graciously presented Mrs. Soule 
with a dainty vanity case. Arthur Watts read a 
sterling bit of poetry of his own composition en- 
titled ““Good-Bye Llew,” and speeches were made by 
President Allan Coleman and founder Vere Martin 
of the club. 

Many complimentary telegrams were received 
during the evening, and particularly one from 
Llew’s mother. 
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Dancing followed a spirited cabaret, and when 
the party broke up Llew certainly knew he had been 
the recipient of a regular Chicago send-off. 

HARDWARE AGE is indeed to be congratulated in 
having on its staff an editor so thoroughly trained 
and so competent to fill the highest editorial posi- 
tion in its power to bestow. Llew Soule will con- 
tinue to make good. 


Stanleys May Consolidate 


The directors of The Stanley Works and The 
Stanley Rule & Level Company have agreed to sub- 
mit to their respective stockholders at stockholders’ 
meetings to be called within the next two weeks a 
proposition looking towards the sale of the manu- 
facturing business of The Stanley Rule & Level 
Company to The Stanley Works. 

The project will bear the favorable recommenda- 
tion of all directors and officers of both companies 
and, if favorably received by the stockholders, will 
result in the merger of The Stanley Rule & Level 
manufacturing business into The Stanley Works. 

The fact that The Stanley Works and The Stan- 
ley Rule & Level Company are engaged in a similar, 
but not competing, line of manufacture and that the 
combined manufacturing and selling forces of the 
two companies will be of mutual asistance and benefit 
to each other have been a material consideration in 
influencing the directors to recommend the proposed 
consolidation. 

The manufacturing and selling forces of The Stan- 
ley Rule & Level Company will continue substantially 
as heretofore and the operation of the two companies 
will go along with very little change. 


‘*B.S.A. Guns, Ltd.’’ 


4 es gun and rifle department of the Birmingham 
Small Arms Company, Ltd., has been formed into a 
subsidiary company, the proprietorship of which will 
remain with the parent company. This subsidiary 
company will be known as “B.S.A. Guns, Limited.” 

In future all communications regarding B.S.A. 
arms should be addressed to “B.S.A. Guns, Limited,” 
Small Heath, Birmingham, England. 


Brief Notes 


The Yale Piston Ring Co., 560 West Thirty-sixth Street, 
New York, is planning for the installation of new equip- 
ment. 


The Cutlery Specialty Co.. Newark, N. J., has been incor- 
porated with a capital of $100,000 by E. Philip R. Tuchman 
and R. E. Mead, with registered office at 127 Sussex Street, 
to manufacture cutlery products. 


The Perfect Window Regulator Co., 415 Greenpoint Ave- 
nue, Long Island City, N. Y., has acquired a building at the 
corner of Van Alst and Harris avenues for a new plant. 


The National Razor & Mfg. Co., Fremont, Ohio, has been 
organized to manufacture razors. H. D. Petty is president; 
W. H. Heyman, vice-president, and C. A. Ream of the Her- 
brand Co., secretary and treasurer. 

The Standard Rotary Rod Weeder Co., Helena, Mont., 
plans the erection of a factory for the manufacture of farm 
machinery. T. C. Theinhardt is vice-president and manager. 


The Smith Rubber & Tire Co., 665 Newark Avenue, Jer- 
sey City, N. J., has increased its capital stock from $1,000,- 
000 to $10,000,000. It has commenced the erection of a 
plant in the vicinity of Passaic, N. J., to have an initlal 
capacity of about 600 tires per day. John H. McGuire, 
Passaic, is president. 
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HARDWARE AGE subscriber writes: “Will you 
A please tell me what is the best and easiest type 
of lettering to use on show cards for toys? We 
have been boosting toy sales in our store with the help 
of show cards and have been very much interested in 
your series of lessons on show card writing running in 
HARDWARE AGE.” . 
One of the best ways to sell toys is to display them, 
and no toy display is complete without show cards. 
The Old English single-stroke “stub” alphabet is not 
half so hard to learn as it may seem, as each stroke 
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You will find nearly every letter in this. week’s examples—all in Old English single stroke “Stub” 





Show Card 
Writing for 
the Beginner 


By JOSEPH BERTRAM JOWITT 






used in forming these letters is complete in itself, being 
the exact width of the different size brush used. 

If you will keep the alphabet before you when practic- 
ing you will see how closely the letters resemble one 
another in both upper and lower case; for -instance, 
take the capital letters B R and P, and C G and T, and 
E L and I, Q and O, W and U. If you observe these 
letters closely you will see that only one or two strokes 
are necessary to change one into the other like the let- 
ter L is converted into an E by adding one stroke in 
the center. The O is turned into the letter Q, and the 
letter P into letter R with just one stroke of the brush. 
This same rule applies to the lower case letters. 

Single-stroke letters cannot be made with a pointed 
brush. The brush must be trained to work flat like a 
chisel edge. Of course the upper case or capital letters 
are harder to make than the lower case, but very few 
capitals are used on a show card. 

Mr. Hardware man, are you doing all in your power 
to boost the sale of American-made toys in your store? 












Show Cards for Toys 





OYS are salable the year around and Uncle Sam 
has gone into the toy manufacturing business for 
keeps, and it’s up to you to get your share of this prof- 
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Put this with your Strauss Toys 


itable business in your own town. With this thought in 
mind our article this week will be devoted to a suitable 
style of lettering for toy show cards. 

The Old English alphabet proper with its heavy 
shaded and light hair-lines is a delicate and somewhat 
complicated type for the beginner to tackle, but this 
new single-stroke “stub” has the earmarks of the Old 
English without being in any way intricate, and no 
matter how hard it may seem it is one of the easiest 
types for the beginner. Keep the alphabet before you 
while practicing and notice the different single-strokes on 
the bottom of the plates; the arrows show which way 
to start each stroke. These strokes shown are all the 
principal ones used in the Old English “stub.” Practice 
these strokes several times before attempting to copy 
any of the letters. 
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The alphabet, both upper and lower case, was done 
with a No. 12, Red Sable brush; the cards were one-half 
sheets, or 14x22. This type looks particularly well 
when done in brilliant colors and then shaded in a light 
gray (white with a very little touch of black will pro- 
duce a light gray shading color). The shading is done 
by following the formation of the letter, keeping away 
from edge of letter a trifle and shade to the left, using 
the same size brush you used for the lettering. 

Lettering done in this type in different colors is so 
ornamental in itself that illustrations or clippings are 
not necessary to make the card attractive. 
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The popular size show :ards used mostly for toys are: 
Half sheets, 14x22; quarter sheets, 11x14; eight 
sheets, 7x11; one-sixteenth sheet, 5x7, and one- 
thirty-second sheet, 3x5. These are stock sizes, which 
are cut without any waste from a full sheet of card- 
board of standard gage, size 22 x 28 inches. 

A very good way to practice lettering and general lay- 
out on these different sizes is to cut up a sheet of light 
colored wrapping paper into all the sizes mentioned. 
This will reduce the cost of practicing to a minimum. 

To make a line of lettering one inch in height use a 
No. 6 Red Sable brush; for two-inch letter use No. 8 
brush; for three- to five-inch letters use a No. 12 brush. 

The Single Stroke Brush 
BEFORE the advent of the single-stroke brush these 
letters were first outlined with a fine-pointed pen 
and afterward filled in, a tedious process which required 
a great deal of infinite patience and time. 
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For the Mechanical Toys 


If yoy will notice the capital letter “O” you will see 
just how the strokes should start and end by following 
the way the arrows point: First the left stroke, begin- 
ning at the head of the line at “top-center” of letter, 
holding your brush at a slight angle. Now start with 
very little pressure downward, gradually widening the 
stroke (by pressure) until center of stroke is reached, 
then gradually release pressure and the left stroke will 
be completed, ending at bottom of line. 
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Restores Foreign Trade Promotion Funds 





House Hears from Business Men in All Sections—Overrides Appropriations 
. Committee—Burleson Balks at Refunding Railway Mail Pay— 
Supreme Court Holds Big Steel Combination 
a “Good” Trust 


WASHINGTON, March 9, 1920. 

HE tide of indignation directed by the business men 

of the country against the cheese-paring economists 

in Congress who have set out to cripple our foreign 

trade promotion service swept over the House of Repre- 

sentatives during the past week and dashed the Appropria- 

tions Committee far up on the rocky shore. Battered and 

bedraggled but struggling to the last, the leaders of the 

Committee were compelled to bow to the force of public 

opinion, and a majority of the House, overriding the adverse 

rulings of the presiding officer, forced back into the Execu- 

tive, Legislative and Judicial bill a large slice of the appro- 
priation stricken out by the Committee. 

The concessions thus secured in the House, together with 
further increases which it is now confidently believed the 
Senate Committee will grant, will provide sufficient funds 
to maintain our commercial attachés and foreign trade pro- 
motors on a basis equal to that prevailing during the past 
year and may even permit of some expansion of this funda- 
mentally important service. A strong effort will be made 
to secure in the Senate the entire appropriation estimated 
for by the Department of Commerce, which represents a 
substantial increase over that heretofore alloted for this 
work. 

Hot Wires to Washington 


ELDOM has there been a popular response of such 

magnitude and force as that which followed the appeal 
to the public from the decision of the House Committee 
to emasculate the foreign trade service. The telegraph and 
telephone lines to Washington from all the great cities of 
the country were kept hot for days by messages couched 
in forcible and frequently in highly undiplomatic, not to 
say profane, language, demanding to know what Congress 
was thinking about in curtailing the operations of our 
trade ambassadors in this great commercial crisis. 

But all’s well that ends well, and so much has already 
been accomplished there is little doubt that the end will 
be highly satisfactory. 

Rarely have I seen the steam roller operate more efticient- 


By W. L. CROUNSE 
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ly than it did in the House when this provision of the appro- 
priation bill was called up for consideration. A dozen 
members vied with each other in stepping on the accelerator 
and the big machine left a swath behind it the full width 
of the Chamber. 
Mississippian Leads Fight 

HEN the provision of the foreign trade promotion 

service was reached, Representative Sisson of Missis- 
sippi moved an amendment restoring the appropriation for 
the salaries and expenses of the commercial attachés. In- 
stantly Representative Wood of Indiana the member of the 
Appropriations Committee having the bill in charge, made 
a point of order that the amendment was “new legislation” 
which under the House, rules can only be added to an 
appropriation bill by unanimous consent. 

Then the House spent the better part of an hour wran- 
gling over this technicality after which the presiding officer, 
with apparent reluctance, sustained the point of order. Mr. 
Sisson at once appealed from the decision and the House 
overruled it by a vote of 80 to 50. Mr. Wood was not 
satisfied and demanded a vote by tellers. 

Then he got what was coming to him. Thirty-eight addi- 
tional members voted by tellers and nearly all of them 
supported the amendment, the decision of the Chair being 
overruled by a vote of 105 to 63. 


Tells of Growth of Foreign Trade 


HUS the amendment was brought before the House for 

consideration on its merits and a very spirited debate 
followed although Mr. Wood found himself almost alone in 
defending the curtailment of this important appropriation. 
tepresentative Rowe of New York opened the ball with 
a vigorous defence of the Department of Commerce and 
its foreign trade service. He said in part: 

“When this department was originally organized we had 
very little foreign trade or commerce carried in American 
bottoms. To-day we have a large fleet of ships. We are 
the second largest shipping nation in the world. From 
less than 2,000,000 gross tons of overseas shipping in 1915 
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we have grown to over 9,000,000 tons. A large part of 
the tonnage under our flag is owned in the United States. 
If you cut off our foreign commercial representatives you 
will destroy the earning power of the Nation’s ships. 

“We have nothing to be very proud of, either, in the 
last year’s foreign commerce, from Great Britain, for Great 
Britain, crippled by four years of war carried 800,000,000 
tons more of foreign commerce than did the United States. 


Here’s a Waste of Money 


66 OW, the question is, Who should do this work? We 
have a system now of representation in foreign 
countries consisting of the consular representatives, mili- 
tary attaches, the naval attaches, Shipping Board agents 
at seaports, and the Department of Commerce attaches and 
agents. Formerly Great Britain had the same as we 
have, four or five different sets of agents in every principal 
city in the world. Three years ago she appointed a com- 
mission to make a study of this, and she has cut her attaches 
and agents down and put them under one head, known as 
the Foreign Trade Promotion Service. She has centralized 
all this work under one man in the cabinet and calls it the 
department of overseas trade. All have to report to him, 
even the consular agents, in anything affecting commerce. 
“To-day we are in the position of having all of these five 
classes of representatives in foreign lands. It is a criminal 
expenditure of the people’s money. For instance, in Brazil 
we have an ambassador and two secretaries, a military 
attache and one assistant military attache, one naval at- 
tache and three assistant naval attaches, and last of all, 
one commercial attache, and all of these departments have 
numerous clerks and assistants. The fact is all over South 
America the Navy has from two to five times as many 
men as the Department of Commerce has. The Army also 
far exceeds in number the Department of Commerce. 


Some Useless Ornaments 


66QHOULD we support in South America, and in Asia 

and Europe this great number of military, naval, and 
consular representatives and cut in half the paltry sum 
of $910,000 which we appropriated last year for foreign 
and domestic commerce? I am in favor of economy and 
I am in sympathy with the effort for economy shown by 
this committee, but we must not injure our growing foreign 
trade. We have a surplus of farm products, a surplus 
from our mines, and our factories are producing far beyond 
our needs. This country should make every effort to ex- 
pand its foreign trade and establish its business in every 
port of the world. 

“T ask you gentlemen here to-day to assist in the build- 
ing up of our foreign commerce. Every commercial organ- 
ization in this country interested in foreign commerce has 
been telegraphing to their Congressmen to assist in making 
this appropriation the same as, it was last year, and indeed 
many of them have asked for a great increase. On Tuesday 
last I spent all day in New York talking with commercial 
men. Not a single one of them said he received help 
from the Department of State, or War or Navy, but every 
man interested in foreign trade said he got the greatest 
assistance from the agents and attaches of the Depart- 
ment of Commerce.” 


Petty Economy That Handicaps Business 


ae wakes ers followed New York, Representative 
Vare, of Philadelphia, declaring that the consular ser- 
vice cannot efficiently promote our foreign trade which must 
be assisted by men who are familiar with American busi- 
ness methods and who make a specialty of business 
promotion. 

“If there ever was a time in the history of our country,” 
he said, “when business men and the shippers should be 
assisted it seems to me that it is now. We are attempting 
to establish a great merchant marine, and we talk about 
expanding our commerce and encouraging the upbuilding 
of our foreign trade relations. To do what the committee 
wishes would be to take a step looking toward retrenchment 
in the export business of the country. 

“The passage of their recommendations would be an 
interference with the opportunities which the American 
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shipper and the American manufacturer ought to have to 
aid him in entering a foreign field. To say the least, it 
is unwise econrmy, at a time when we are attempting to 
establish a great American merchant marine. It would 
be petty economy to handicap the business men of the 
country, and it seems rather picayune, when we consider 
the small amount of money this bureau is expending, to 
attempt to cut in half these appropriations, and at the same 
time, cut the shippers of the country off from information 
which they ought to have first hand.” 


Great Aid for Small Producers 


ASSACHUSETTS was a close third in coming to the 

support of the Sisson amendment, Representative Win- 
slow, of Worcester, declaring that the entire nation owed 
the Department of Commerce a debt of gratitude for the 
stimulation of our foreign trade that has resulted from 
its well-directed efforts. 

“I could give you one case after another,” he said, 
“illustrated in dollars and cents, to show concerns which 
before the development of this foreign-trade department 
with its attaches had never done any foreign business, but 
which more lately, up to the time the war began, had 
come to do a very profitable business. Only very big, rich 
concerns can send salesmen and investigators world wide, 
but by virtue of this organization of commercial attaches, 
thousands of smaller producers have been able to get the 
benefit of information, initiation and such helpful assist- 
ance as to put us on the map for overseas trade.” 

A Philadelphian, Representative Edmonds, then took up 
the cudgel and gave some personal experiences that will 
interest hardware men. He said: 


Read This, Hardware Retailers 


6¢6 TN 1915 I was in the American consular office at Kobe, 
Japan. There was a man who came in there, a Ja- 
panese, who wanted to buy some files. He realized that 
at that time the war was on. England had supplied this 
market, but most of the factories of England had been 
taken up in making munitions and could not supply the 
trade, and this man was hunting for a new source of supply. 
“The consular agent said, ‘I will take your request down 
and send it on.’ I said, ‘What will happen now?’ after the 
man went out. He said ‘I will send it to the State Depart- 
ment, and when they get ready they will send it over to 
the Department of Commerce, and they will publish a little 
paper something like this: “3284. A man in Kobe, Japan, 
would like to have some files.” In six months or a year 
from now the man may or may not get an answer. In the 
meantime he has bought his files. This is the regulation 
of the State Department in connection with this business. 
I know file manufacturers in the United States and could 
give Him the names of half a dozen, but it is absolutely 
impossible for me to say anything to this man or give 
him any information at all so that he can get his files within 
any sort of reasonable time.” 


State Department Cannot Promote Trade 


ss’P°UIS is true of all the consular officers. They spoke 

to me about it in several consulates. I sent them a Penn- 
sylvania directory of manufacturers, so they could get a 
list of men by reading it. A consular agent can not get 
along with these other duties without stultifying himself 
by advocating any particular establishment. The agent 
from the Department of Commerce can take the names and 
supply them to the manufacturers. They can get the sup- 
plies quickly. If we continue this through the State De- 
partment, we will just waste our money. 

“That is the opinion of everybody who knows anything 
about the work of the State Department in connection with 
the building up of trade. We should take it away from the 
State Department. It should be placed absolutely in the 
hands of the Department of Commerce.” 

Mr. Wood made a desperate effort to defeat the Sisson 
amendment. urging the House to permit the consular 
service to handle all forms of foreign trade promotion in- 
stead of putting the work in the hands of specialists. In 
support of his position he quoted from letters from consuls, 
whose names he declined to give, urging that the appro- 
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priations for the consular service be increased and those 
for commercial attachés cut down on the ground that the 
consuls, by virtue of their permanent residence, are better 
judges of local trade conditions than specialists who travel 
about from place to place. 

The House was not at all impressed with this view, how- 
ever, and evidently suspected that the consuls have been 
conducting a little propaganda work of their own seeking 
more funds for salaries and expenses with little considera- 
tion as to how the American foreign trade might suffer 
in consequence. In fact, Mr. Wood’s quotations obviously 
made votes for the Sisson amendment. 


Goes Through A’Whooping 


HEN action was finally taken on the question of re- 

storing the appropriation for commercial attachés, 
there was such a roar or “Ayes!” and so feeble a chorus 
of “Noes” that Mr. Wood did not dare ask for tellers but 
conceded his overwhelming defeat without any further un- 
necessary ado. 

But this battle royal will not be over until the Senate 
completes its consideration of the Legislative, Executive and 
Judicial Appropriation bill, and as it will be a fortnight 
before the measure is disposed of by that body there will 
be ample time for business men to express themselves in 
letters and telegrams to their Senators and especially to 
Senator Francis E. Warren, chairman of the Appropria- 
tions Committee. Don’t miss this chance to do the country 
and yourself a good turn by firing a red-hot communication 
into the Senate Committee, urging the most liberal treat- 
ment of the American foreign trade service. 

You can send a 50-word night letter for half a dollar 
from almost any point. It will be money well spent. 


Burleson Would Delay Payments to Railroads 
OSTMASTER GENERAL BURLESON is determinea 
that the Post Office Department shall not comply with 

the decree of the Interstate Commerce Commission award- 
ing to the railroads many million dollars wrongfully with- 
held since November, 1916. At least he does not intend 
that the money shall be paid in time to constitute a charge 
against his administration of the postal service thereby con- 
verting a much-boasted surplus into a colossal deficit of 
alarming size. 

To this end he applied to the Commission during the 
past week for a rehearing of the case recently decided 
against him. At the same time the railway mail pay 
committee of the principal railroads of the country pre- 
sented to the Commission a protest against a series of rules 
and regulations recently issued by Burleson which purport 
to conform to the Commission’s decree but which the rail- 
road men say are in flagrant violation of both its letter 
and spirit and which are intended by the Postmaster-Gen- 
eral to defeat the primary purpose of the decree itself. 


Kicks on Everything 
URLESON’S petition for a rehearing and for a revised 
finding “as to a fair and reasonable rate for trans- 
portation of the mail” is a document of some sixty-four 
pages, in which exception is taken to practically every fea- 
ture of the Commission’s decree. 

That it has been presented to gain time and to postpone 
the evil day \vhen restitution to the railroads must be 
made is obvious to any one at all familiar with this long- 
drawn out controversy. It will probably require several 
months for the Commission to examine this elaborate peti- 
tion and in the meantime, as recently indicated to the 
Senate Post Office Committee by Second Assistant Post- 
master Praeger, the Department will ask for no appro- 
priation to pay the judgment against the Postmaster- 
General. 

The chief burden of Burleson’s complaint is that the 
Commission in certain cases did not follow either the 
suggestions of the Post Office Department or of the rail- 
roads in determining a fair railway mail pay but employed 
a system of its own which, however, the roads are quite 
willing to accept. It may be assumed that Burleson would 
not have quarreled with the method used if the decision 
had been in his favor. 





** Sell More Paint” Number will 
be next. This year there will be 
more building than ever before— 
hence more paint—sell your 
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Wants Mails Carrier for Less Than Express 


URLESON also charges that the rates fixed by the 

Commission for the carriage of the mails will provide 
the railroads with a higher net return than they now 
obtain from the express service. He does not, however, 
submit any convincing figures on this point and he quite 
forgets to explain that it costs the roads more to handle 
the mails under the space basis plan than it does to 
transport express matter. 

The petition of the railway mail pay committee of the 
railroads presents some much more important issues, for 
it shows that Burleson is determined to scamp the mail 
service in the future as in the past. In fact it indicates 
that he has not exhausted his ingenuity in this direction 
and that he is planning to recoup a part of the increased 
railway mail pay adjudged by the Commission by cutting 
down the service. 

The chief point in the petition of the railroad men is 
the charge that the Department’s new rules provide for 
changes in car space en route without regard to the ability 
of the carrier to reduce the consist of the train, whereas 
it is contended that the Commission’s order is plainly 
designed only to permit the discontinuance of authoriza- 
tions after the Department has no further use for the car. 
To put this little trick over on the railroads the depart- 
ment’s rule establishes an entirely new method of making 
curtailments. 

A Very Slick Scheme 

ONCEDING that “changes” of space authorizations can- 

not be made en route without regard to the ability of the 
railroad to make some saving in the hauling of the cars, 
the Department proposes to accomplish the same purpose 
by “discontinuing” the authorizations previously made for a 
certain amount of space and immediately “substituting” 
an authorization for a lesser amount. Of course this sys- 
tem leaves the railroad with cars on its hands in the 
middle of a run which it can not use for any other pur- 
pose but which it must haul through to destination without 
compensation. . 

“As long as such practices are possible,” says the peti- 
tion, “the space basis can never be an equitable basis of 
pay. It is a mere quibble to say that a change from a 
60-foot Railway Post Office car to a 30-foot apartment car, 
or from a 30-foot to a 15-foot apartment car is a ‘discon- 
tinuance’ of the Railway Post Office Car or apartment 
car authorization and the ‘substitution’ of another.” 

Numerous other complaints are embraced in the petition 
of the railway men and it is clearly apparent that the 
Commission will have to make a voluminous interpretation 
of its recent decision to compel Burleson to do the square 
thing by the roads. In the meantime the public will con- 
tinue to suffer from a disgracefully inadequate and in- 
efficient mail service with little hope of relief before 
March 4, 1921. 

It is a surprising thing to find business men in all lines 
of industry approving a decision of a high court, adverse 
to the Government, in a prosecution begun by the Attorney- 
General under the anti-trust laws against a giant combina- 
tion. And yet this is just what has happened in connec- 
tion with the ruling of the United States Supreme Court 
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to the effect that the United States Steel Corporation is 
not a “bad trust” and ought not to be dissolved but should 
be continued because of its great service to the country 
at large. 

It was my interesting task to listen to every word of 
the arguments of the Steel Trust case before the Supreme 
Court, and I confess I was fully prepared for the decision 
and only surprised that three members of the Court should 
have dissented therefrom. In no case brought under the 
Sherman Act has the Government’s contention as to viola- 
tion of the law been based upon less evidence or weaker 
logic. 


Government Expected to Lose 


FEEL sure that the Attorney-General and his assistants 

had little hope of winning the case. This impression is 
based upon frank admissions made during the argument by 
representatives of the Department of Justice who had 
fought in vain against the force of evidence piled up under 
the skillful direction of the attorneys for the Corporation, 
Messrs. Lindabury, Severance and Reid, who proved beyond 
question that the Steel Corporation at no time controlled 
a majority of the industry, that their share steadily dwin- 
dled as the years passed, that their principal competitors 
grew stronger from month to month, that a large number of 
small rivals steadily prospered, and that the policies of the 
big trust tended to stabilize the entire industry and to 
protect alike competitors and consumers. 

Indeed, this showing by the attorneys of the big corpora- 
tion was so conclusive that Solicitor General Davis in his 
final argument at the close of the hearing admitted that 
Judge Gary’s administration of the affairs of the Steel 
Trust had been far-sighted, magnanimous and beneficent, 
but contended that however philanthropic the aims of the 
corporation might be under Judge Gary’s guidance its 
power for harm might at any time be exercised by a less 
scrupulous successor at the head of the corporation. 

“IT do not need to remind your honors,” said Mr. Davis, 
“that the present director of this vast combination may 
not live forever, and further, that this is not a proceeding 
to dissolve Judge Gary.” 

It is evident that the majority of the Court took the 
view that the Government begyed the question when it 
resorted to such arguments. In any event, the decision as 
a whole emphasized, as has no other similar ruling under 
the Sherman law. the essential differences between the good 
trust and the bad trust. 


New Power Plant 


N addition to the contract for the design and construc- 

tion of a 12,000-kw. steam power station at Kokomo, 
Ind., the Pittsburgh Plate Glass Company have just 
awarded to Stone & Webster another contract for the 
construction of new buildings and extensions to their 
Kokomo plant, to cost approximately $2,000,000. These 
extensions are made necessary because of the constantly 
increasing demand for glass products. 


Extends Territory 


The Yakima Hardware Co., Yakima, Wash., announces 
that it has extended its territory so that the Walla Walla 
district is now covered from the regular headquarters. 
W. J. Botsford, formerly with Marshall Wells Hardware 


Co. and also the Schwabacher Hardware Co., will have 
charge of the new field. M. D. Hathaway has been trans- 
ferred to the Yakima City territory, and J. M. Helms will 
cover part of the territory formerly taken care of by Mr. 
Hathaway. 


More New Buildings 


The National Cash Register Co., Dayton, Ohio, Vice- 
President, J. H. Barringer, has in contemplation a building 
program covering the next four years to cost $4,500,000. 
The first unit will be undertaken this year, and will cost in 
the neighborhood of $1,250,000. Final details of the plan 
have not yet been worked out. 
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Labor Saving Show 


ieee wi electrical, and department stores of Spo- 
kane, under the direction of the Home Bureau of the 
Spokane Chamber of Commerce, held a labor saving device 
show for three days. The idea was to bring together mer- 
chants and housewives. Everything that science has con- 
trived for removing the drudgery from housework was dis- 
played, and an effective newspaper advertising campaign, 
in which dealers featured explanations of articles to be 
exhibited, aided in directing attention to the show. The 
plan was a great success and local dealers urge that it be 
repeated next year. 

The plan enabled housewives to see and compare lines 
of devices, and in many cases, to see for the first time, 
articles to which her attention had never been directed. 
From the standpoint of the dealer it enabled him to show 
in a specialized exhibit articles from all departments of 
his store and to demonstrate their uses. 

From kitchen to nursery the exhibits showed washing 
machines, sweepers, fireless cookers, electric and gas 
ranges, dishwashers, electrical appliances for cooking and 
cleaning, refrigerators, tools, kitchen utensils, dressmak- 
ing forms, kitchen cabinets, infants’ supplies, sewing ma- 
chines, sun fruit driers, pressure cookers, etc. 

The bureau found that the average housewife looked 
most for the small handy devices and that the average 
dealer fails to make the most of his opportunity for their 
sale. That she hates noise and movement in machines and 
that the most popular ones, therefore, were those in which 
the moving machinery was concealed and noiseless. 

The show could well be copied by other cities or indi- 
vidual dealers could profitably stage such a show in their 
own stores. The hardware or department store shows such 
a maze of articles that the housewife needs educating that 
she may know what to buy, and many times salesmen do 
not know enough about her problems to take the best 
articles from the shelves. 


Multibestos Co. 


The Multibestos Co., of Walpole, Mass., manufacturers of 
Multibestos brake lining, have just announced the appoint- 
ment of Walter L. Schacht as a member of their organiza- 
tion. Mr. Schacht will assume the managership of the 
metropolitan New York district, with temporary headquar- 
ters at 158 Robinson Street, Brooklyn. Mr. Schacht was 
formerly the New York representative for the Simmons 
Hardware Co. of Philadelphia. He is well known to the 
trade. During his hardware experience Mr. Schacht became 
intimately acquainted with the possibilities of Multibestos. 
It was then but a step to his membership in the organization. 


Recent Deaths 


Henry Godfrey, senior member of the hardware firm of 
H. Godfrey & Son, died at his home recently following a 
long illness. 

Luther S. Eaton, of Plainfield, Conn., who retired from 
the hardware business several years ago, died at his home 
there recently. Mr. Eaton was born in 1846, and early in 
life entered the hardware business. 

George H. Spackman died at his home in Holly Oak, 
Del., recently. He was treasurer of the Delaware Hard- 
ware Co., Wilmington, and a director of several banks and 
institutions. 


W. W. Oliver of Escanaba, Mich., died suddenly at Los 
Angeles, Cal., where he had gone to spend the winter. He 
was 61 years old. Thirty-four years ago he entered the 
hardware business. In 1900 the Delta Hardware Co. was 
organized, of which Mr. Oliver was made secretary and 
treasurer. He was prominently identified with business 
institutions of Escanaba, and is survived by a widow and 
a daughter. 

T. F. Conlan, prominent hardware dealer of Spokane, 
died recently from influenza. Mr. Conlan established a 
hardware store in Spokane in 1883, when Spokane was 4 
trading post and Indians far outnumbered whites. This 
business developed into the Spokane Hardware Co., 0! 
which the late Mr. Conlan was president. 
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WO events of national importance overshadowed every- 
thing else during the past week in point of interest 
in the local market. The first was the return of the 
railroads to their owners and the second was the Supreme 

Court decision exonerating the Steel Corporation of alleged 
violations of the Sherman Act. The return of the rail- 
roads seems to have already had a tendency toward in- 
vigorating the optimism of local jobbers and dealers. As 
soon as the physical conditions of the roads can be im- 
proved, and the freight car shortage relieved to some ex- 
tent, local dealers expect greatly improved shipping facili- 
ties and better all around service, which, of course, will 
mean better business. The decision of the Supreme Court 
in the Steel Corporation case is regarded by many as ex- 
tremely beneficial and constructive. If the decision had 
been different and it had been necessary for the Steel Cor- 
poration to dissolve, many believe that it would have had a 
detrimental effect on steel production and increased diffi- 
culties of delivery to a very serious extent. Many believe 
now, however, that better production and distribution will 
be effected within a reasonably short time. 

_ This optimistic tone reflected itself in the active buying 
interest during the past week in spite of the many recent 
price advances. This matter of prices seems to be given 
only minor consideration. Dealers say that the demand for 
goods of all kinds is so large, and the difficulty of obtaining 
an adequate supply is so pressing that it is impossible to 
stop for price considerations. 

_As a matter of fact the public seems willing to buy only 
high priced goods, which is perhaps one of the most funda- 
mental causes for the present high cost of living. Ex- 
travagant buying on the part of the public has done more 
to boost prices than anything else, and there can be no 
reduction until people buy with discretion and foresight. 
The dealer is in business to supply the demand. He can 
do little to effect a reduction in prices so long as theie is a 
positive headlong desire to spend. Thus prices keep mount- 
ing. There is a demand for high priced goods and it will 
continue until it is satisfied. It is well to note also that 
there is a shortage in many lines, caused by curtailment of 
production and lack of proper transportation facilities. In 
the candid opinion of many close observers both the short- 
age and the present demand for the more expensive goods 
have been caused by labor, fascinated by its own power 
and intoxicated by prosperity. But as pointed out on this 
page several times in the past, the most serious problem 
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confronting the country to-day is the freight car shortage 
and the general inadequacy of the nation’s transportation 
facilities. Increased production is futile waste of time, 
energy and money if the fruits of an increased production 
cannot be properly distributed. 

The important price advances of the past week were: 

A marked advance was made by the L. S. Watson Manu- 
facturing Company, Leicester, Mass., on horse, cotton and 
wool cards. New list prices became effective March 2. 

Iron City Tool Works, Pittsburgh, Pa., advanced prices 10 
per cent on picks and mattocks. 

Stillson Wrenches now take a discount of 50 per cent. 

Yale line is now being quoted, discount plus 10 per cent. 

Sargent & Company advanced prices on padlocks 10 per 
cent and on planes 20 per cent. 

Zine oilers are now quoted 25 per cent off. Alcohol 
torches are now $3.10 each. Soldering coppers are now 45 
cents per lb. base. Moore’s glass push pins and hangers 
are now $1.20 per dozen packages. 

Money drawers are now being sold wholesale $48 per doz. 
Iron “Smooth-on” 6 oz. can is now $2.75 per doz.; 1 lb. can, 
$5.04 per doz. 

Brass and Copper.—The market for both of these items in 
this section is somewhat dull although in all major points 
essentially firm. 


Base prices for not less than 100 lb. of a size from New York 
stock. High brass sheets, 26%4c. to 31%4c. base; high brass wire, 
264%4c. to 31%4c. base; high brass rod, 23%c. to 28c. base; seam- 


less brass tube, 32'%4c. to 3514c. base; seamless copper tube, 34¢ 
to 37¢c. base: sheet copper, 30%4c. to 32%4c. base; copper wire, 
plain, 294 c. base. 

Bolts and Rivets.——The market for bolts and rivets is 
firm since the advances of the past two weeks. Buying in- 
terest is good but not particularly active. 

Prices on bolts in the local market vary. Machine bolts 
34 x 6 and smaller, 20 per cent to 25 and 5; larger and 
longer, 10 per cent to 5 and 5. Common carriage bolts, % x 
6 and smaller, 10 per cent to 15 and 5; larger and longer, 
list net, to 5 and 5. Lag screws range from 25 per cent to 
30 and 5. Stove bolts, 2/3 to 70. Common tire bolts, 50 
to 55. 

Stove bolts, 662/3 to 65. Tire bolts, 45 to 55 per cent. 
Sink bolts, 65. 

Rivets are generally held at 30 per cent discount. Some 
jobbers, however, are quoting iron rivets, 30 and 5 off; 
black tinners’ rivets, 30 and 5 off; tinned tinners’ rivets, 30 
and 5 off. 

Coffee Mills.—Coffee Mills with glass hoppers are diffi- 
cult to obtain and the demand proportionately active. 








A CORRECTION 
N our last issue we published a chart furnished us by Oliver Brothers, Inc., 
and in the explanatory note appearing on page 68 the heading read: “Oliver 
Brothers Furnish Interesting and Comparative Table for Retailers.” We 
desire this week to correct an impression which might have been made by this 
heading. This chart which was given to us was of prices given by the manu- 
facturer to the jobber and not the retail prices. Oliver Brothers have no deal- 
ings with retailers either directly or indirectly. 
them at the request of numerous of their clients among the jobbers. 


The chart was made up by 
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Crystal coffee mills, with glass hopper, $16.50 per doz.; wooden 
coffee mills, 6 x 6 x 8, $9.75 per doz. 

Chain.—Jack chain is being quoted 331/8 off and safety 
chain 30 off. 

Drills.—As stated on this page last week the market for 
drills of most standard types is somewhat quiet but an in- 
creased interest is anticipated by some jobbers with the 
advent of spring. 

Prices are: Bit stock drills, 45 off; jobbers’ drills, 33 1/3 
off; wire gage drills, 8331/3 off; wood boring brace drills, 
40 off. 

Farming Tool Handles.—Spring business is beginning to 
develop more and more interest in this line and practically 
all prices have advanced. The advance was given in this 
page two or three weeks ago and most of the quotations 
are as follows: 

Prices are: Farming tool handles generally are quoted at 5 
per cent off. Long shovel handles, 5 per cent off. Long spade 
handles, 5 per cent off. sent D handles, 5 per cent off. Mallea- 
ble D fork handles, 5 per cent off. Pick handles plus 20 per cent. 

Flower Bed Guards.—Since the advance of last week 
business in this line has been very steady. There is some 
difficulty in getting an adequate supply to meet the local 
requirements. “Perfection” flower bed guards, 16 in., $8.80 
per 100 lineal feet; 22 in., $10.40 per 100 lineal feet. 

Galvanized Ware.—There was a good deal of activity in 
this and kindred lines during the past week and the short- 
age in many of fhe items is very keen. Prices so far are 
steady. Galvanized sheets, No. 28 gage, holds at $9.50 
to $10 base per 100 lb. Other items are: 

Galvanized pails, 8 qt., $4.25 per doz.; 10 qt., $4.90 per doz. ; 
12 qt., $5.55 per doz.; 14 qt., $6 per doz.; 16 qt., $7.30 per doz. 
Extra heavy galvanized pails, 12 qt., $7.30 per doz.; 14 qt., $8.35 
per doz.; 16 qt., $11 per doz. Wash tubs, No. 1, $13.75 per doz. ; 
No. 2, $15.95 per doz.; No. 3, $18.60 per doz. 

Garden Tools.—Garden Tools continue to hold the center 
of interest in local buying circles. The demand is large 
and widely distributed. It is said that the shortage that 
has developed as a consequence of the heavy demands and 
the many difficulties that have confronted manufacturers 
have made it almost impossible to meet the present re- 
quirements, 

Lawn rollers are being quoted list plus 10 per cent. 

Socket hoes are $8.84 to $9.50 per doz.; riveted shank 
hoes, blue finish, $4.01 to $4.10 per doz.; solid shank hoes, 
bronze finish, $7.97 to $8.60 per doz.; mortar hoes, 9-in., 
$11.41 to $11.80 per doz. 

Hedge shears, 8-in., $1.40 each; 9-in., $1.65 each; 10-in., 
$1.90 each; No. 101, 8-in., $1.50 each; 9-in., $1.75 each; 
10-in., $2.05 each. 

Malleable iron rakes, 10 tooth, $4.56 per doz.; 14 tooth, 
$5.11 per doz.; 16 tooth, $7.42 per doz.; steel rakes, 10 tooth, 
$7.60 to $8.94 per doz.; 14 tooth, $9.15 to $10.45 per doz.; 
18 tooth, $10.65 per doz. Wooden lawn rakes, wooden 
bows, $5.78 to $6.50 per doz.; steel bows, $7.50 to $8.09. 
Wooden hay rakes, 2 wire bows, $4.95 per doz.; 3 aluminum 
bows, $7.81 per doz.; 2 wooden bows, $4.80; 3 steel bows, 
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Spading forks, 4 tang, malleable D handle, strapped, 
$11.82 per doz.; wooden D handle, strapped, 4 tang, $15.40 
= doz.; 4 tang, extra heavy, wooden D handle $17.71 per 
doz. 

Manure forks, 4 tines, strapped, 4% ft. handle, $12.79 
per doz.; 4 tines, plain ferrule, 4% ft. handle, $11.33 per 
doz.; 5 tines, strapped ferrule, 4% ft. handle, $15.10 per 
doz.; 4 tines, wooden D handle, plain ferrule, $13.74 per doz.; 
malleable D handle, 4 tines, plain ferrule, $11.04 per doz.; 
malleable D handle, 4 tines, strapped, $13.75 per doz.; 
wooden D handle, 4 tines, strapped, $15.72 per doz. 

Hay forks, 2 tines, 5% ft. handle, plain ferrule, $10.29 per 
doz.; 3 tines, plain ferrule, 5% ft. handle, $11.59 per doz.; 
3 tines, strapped ferrule, 5% ft. handle, $13.14 per doz. 

Garden Trowels.—The same conditions hold essentially 
true of these implements as of all other garden tools. 
Special demands have been received some jobbers report. 
Tinned steel blade trowels, 6 in., 74 cents per doz.; riveted 
shank, florist trowel, heavy steel blade, $1.54 per doz.; one- 
piece garden trowel, 1% in., $2.47 per doz.; Magic weeders, 
$1.26 per doz. 

Garden Sets.—Interest is very vigorous for sets and job- 
bers report many new orders. Prices are: Set consisting 
of 1 hoe, 1 5-tooth malleable rake and 1 steel spade, 3% 
x 3 in., $1.37 per doz. sets.; four-piece steel garden set, 
1 floral trowel, 1 floral rake, 1 lady’s hoe and 1 boy’s spad- 
ing fork, $24.47 per doz sets. 

Linseed Oil.—Linseed oil is very quiet. Prices are un- 


changed. The first three months of the year are usually 
dull for oil, but with the coming of spring and the begin- 
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ning of building and painting activity will probably alter 
prices somewhat. Local prices for current deliveries are: 
$1.77 for carlots, $1.80 for lots of 5 barrels or more and 
$1.83 for single barrels per gal. Boiled oil is 2 cents extra; 
double boiled oil is 3 cents extra; and oil in half barrels 
is 5 cents extra. 


Lawn Mowers.—Little interest was manifested during 
the past week in this item though many jobbers report that 
they have substantial orders on their books for early spring 
delivery. 

Plain bearing, 3 blades, 12 in., $5.15 net; plain bearing, 14 in., 
$5.40 net; plain bearing, 4 blade, 10 in., $5.50 net; plain bearing, 
4 blade, 12 in., $5.75 net; 16 in., $6.25 net; ball bearing, 3 blades, 
12 in., $6.40 net; 16 in., same, $6.90 net; level, 4 blade, 14 in. 
$9.35 net; same, 18 in., $10.35 net; same, 20 in., $10.85 net. 

Nails.—No material improvement has yet been effected 
in the local nail market. Small shipments have been re- 
ceived by local jobbers and immediately delivered on back 
orders. In order to distribute as equitably as possible job- 
bers will only furnish customers with small lots. No new 
business can be taken because of the large number of un- 
filled orders on file. 

The scarcity of both cut and wire nails continues to be 
the most conspicuous shortage in the entire hardware mar- 
ket. The current prices prevailing in this section vary 
considerably. For wire nails the prices range from $4.25 
to $6.50 base per keg. For cut nails (which are almost off 
the local market entirely) prices range from $7.50 to $8 
base per keg. It should be further noted that only small 
lots are obtainable anywhere in this section. 

Brass and wire nails in 1-lb. papers are quoted by local 
jobbers at 2/3 off. Quarter-pound papers take a discount of 
10 per cent. Set screws, iron, 50, 10, 5 per cent off. Cap 
screws, 50 and 10 per cent off. Galvanized nails, 25-lb. 
boxes, 4D, $8.65; 6D, $8.55; 8D, $8.45; 10D, $8.40; 20D, 
$8.35. Galvanized roofing nails, 1 x 12, $10. Plain roofing 
nails, 1 x 12, $7.20. 

Naval Stores.—Turpentine again advanced and is now 
being quoted at $2.09 per gal. Stocks in store are down 
to a very low point, it is reported. There is said to be 
hardly enough for home consumption. The statistical po- 
sition of rosin is very firm but there is little to be had be- 
low “H” grade. Common to good strained on a basis of 
280 lb. per bbl. is $18.75 per bbl.; D grade is selling at $19; 
F grade, $19.10 and best WW, $22.50. 


Rope.—As reported for several weeks past the rope mar- 
ket is in a very peculiar position. An advance is inevitable 
considering the prices demanded for manila hemp, although 
for a time during the past week it looked as though the 
persistent refusal of American cordage manufacturers to 
meet the last advance might have the effect desired in in- 
ducing holders in Manila to modify their views. The labor 
situation in the Philippines is one of the strongest contrib- 
utory causes to the present condition. English buyers have 
also greatly influenced the market and judging from all 
indications both foreign and domestic an advance is merely 
a question of weeks. Most observers agree that rope buy- 
ing should be done now. Present quotations are: 

Jute rope, No. 1, 17%4c. to 18c.; jute rope, No. 2, 16%4c. to 17c.; 
jute twine wrappings, best grade. 28'%4c. to 38c.; Indian hemp 
twine, No. 4%4 to 6-in. basis, 24%c. 27c.; manila rope, best 
grade, 25c. to 2614¢c.: second grade, 2 544c.; hardware 
grade, 22c, to 23%4c.; sisal rope, pure, %-in. sis, 19c. to 22%4c.; 
lathe yard, first grade, 19c. to 22'%c.; second grade, 17c. to 19'M4c. 

Roofing and Building Paper.—Continued activity charac- 
terizes this line. Since the advance of a week ago new in- 
terest seems to have developed. Prices are: Tar paper, 
1 ply, $2.95; 2 ply, $2.05; 3 ply, $2.50. Rubber roofing 
paper, 1 ply, $2.90; 2 ply, $3.50; 3 ply, $4.10 per roll. Sheath- 
ing paper, 25 lb. roll, $1.75; 30 lb. roll, $2.30; 40 lb. roll, 

Roller Skates.—Since new figures were quoted last week 
on roller skates many jobbers have received a large num- 
ber of inquiries and renewed interest has developed. Boys’ 
Union roller skates are now being quoted at $2 per pair, 
and girls’ skates, $2.10 per pair. 

Rubber Garden Hose.—A very substantial demand _ is 
being made for rubber garden hose and its accessories. 
Prices are: Rubber garden hose, % in., 6 ply, 14%c. per ft.; 
5% in., 7 ply, 18%c. per ft.; % in., 5 ply, 14c. per ft.; %4 in. 
4 ply, wire bound, 16c. per ft.; % in., 6 ply, plain, 16c. per 
ft. All prices quoted herewith are for 50 ft. lengths. 
Lengths of 25 ft., add 1 cent per ft. 

Hose washers are 45c. per lb. Nozzles, level grade, $7 per 
doz.; Will-Wear grade, $7.50 per doz.; galvanized hose 
clamps take a discount of 10 per cent. 


Hose Reels.—Simplex hose reels sell at $15 per oz. 


Reels with galvanized steel drun., 21% in. diameter, handles 
28 in., for 100 ft. of hose, $30 per doz. 





March 11, 1920 


Pruning Shears.—Spring buying interest is strong in this 
line. Prices are firm but show indications of upward 
tendencies. 


Cast iron pruning shears, $2.85 per doz.; 9-in. California 
pattern, black finish, $8.75 per doz.; 9-in. full polished, 
California pattern, $13.50 per doz. 


Grass shears, black finish, 5% in., $2.90 per doz.; full 
polished, warranted, $6.35 per doz. 


Lawn Sprinklers.—These items are receiving their fair 
share of interest in the present spring buying. Prices are 
firm. Gold lacquered, tin top, 4% in. diameter, $1.40 per 
doz. Sheet brass ring sprinkler, 8 in. diameter, $7.50 per 
doz. Sprinkler with 3 brass arms, 5 in. high, brass head, 
$14 per doz.; 3 brass arms, 12 in. high, brass head, $16 per 
doz.; 3 brass arms, 24 in. high, brass head, $23 per doz. 


Sprayers.—Sprayers are in ample demand and the sup- 
ply seems to be fairly adequate to answer normal spring 
buying in this section. 

One-pint sprayer, tin tank, $3.50 per doz.; one-quart 
og $4.50 per doz.; 1 qt. tin, with brass tank, $10.50 per 
02. 

Screws.—The demand for screws is consistent but not 
unusually heavy. Flat head, bright screws are now quoted 
72% and 20 per cent. Flat head, galvanized screws, 57% 
and 20 per cent. Round head blued screws, 70 and 20; round 
head, nickel plated screws, 60 and 20. Iron machine screws 
66 2/3 per cent. Brass machine screws 50 and 10 per cent. 
It should be noted that plain round and flat head screws 
remain unchanged. 

Scales.—A very substantial interest is showing itself in 
this line. Prices are firm. Flat top barrel scales are now 


$2.50 each; barrel scales with scoop are now $2.75 each; 
parcel post scales, $2.50 each. 

Gasoline Torches.—New prices are quoted herewith on 
Quarter pint torch, with cleaner, wire 


gasoline torches. 
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Office of HARDWARE AGE, 
CuIcaGco, March 3, 1920. 
HE strong demand for hardware of all kinds shows no 
abatement. The shortage of merchandise makes it al- 
most impossible to replenish stocks. Jobbers report that 
their orders are far in excess of those at the correspond- 
ing time last year, both by mail and from road sources. 

The heavy storms in the East and the lack of cars have 
slowed up shipments and goods in transit continue to take 
an excessive length of time to arrive at their destination. 
Manufacturers complain that they are being handicapped 
by the shortage of coal and that the bad weather has caused 
a great many of their employees to be home on account of 
the influenza. 

There has been an advance on stove pipe, but there is 
very little pipe to be had for future delivery at any price. 
Larger manufacturers and distributors have withdrawn 
from the market entirely, having taken all the business 
that they expect to be able to fill this year. There also has 
been an advance in the price of stove polish, some brands 
have been advanced as high as 50 per cent. 

The price of snathes advanced $1 per dozen. 

Jobbers are practically out of sash cord and will take 
orders only subject to stock on hand, and even then are 
limiting the quantity of the order to a dozen of a size. The 
prevailing price seems to be around 82c. per pound. Manu- 
facturers of sash cord state that owing to the shortage of 
labor and sickness in their plants, they do not know when 
they will be able to make headway with their orders. 

The Stanley Works of New Britain, Conn., have advanced 
price on bronze butts 10 per cent. 

The American Chain Co. have dropped the price on all 
Weed and Rid-o-Skid chains about 25 per cent. They give 
no reason for making this decline in price. 

Manufacturers of guns and ammunition are catching up 
with their orders and shipments show great improvement. 
It is reported that the Marlin company will resume the 
manufacture of guns this year. There is a shortage of air 
rifles and manufacturers report that their production is 
practically at a standstill. Cheap revolvers are entirely out 
of stock and jobbers state that they do not expect deliver- 
ies before fall. New prices on game trap appear in the 
market this week and show an advance of from ten to 
thirty-three and one-third per cent over last season. Even 
at these new prices the cost of game traps is not high when 
compared with other items made of steel. 
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and holder combined, burns three hours, $1.75 apiece. One 
pint size, $5.40; one quart, $6.12 apiece. 

Window Glass.—It is reported that if some factories 
accepted all of the orders offered them they would be able 
to tie up their entire production for the next two years. 
There has never been, it is said, the scarcity of both win- 
dow and plate glass in the history of the industry. The 
railroads are placing heavy orders and the automobile 
industries are also extremely heavy buyers. It is stated 
that several large orders placed by the Government for 
naval construction work have been refused by some of the 
largest factories because they are now so far behind on 
production that it would be impossible for them to furnish 
the Government requirements. All prices, it should be 
noted, are nominal and altogether subject to stock on hand 
at time of delivery. Building contractors are offering 
fabulous prices for prompt deliveries of even inferior qual- 
ity glass. 

Wire Goods.—From all indications the statement that 
there is going to be a very real shortage in wire goods of 
all kinds is thoroughly warranted. The present difficulty 
in obtaining goods is causing both jobbers and retailers un- 
feigned embarrassment. The demand is out of all propor- 
tion to the supply. 

Poultry netting is now quoted 331/38 off. Farm fencing 
now takes a discount of 25 per cent. Black wire, $2.50 per 
100 sq. ft., dull finished galvanized wire, 12 mesh, $3 per 
100 sq. ft., 13 mesh, $4.60, 14 mesh, $3.50. 

Square mesh wire cloth, 2 x 2, $5 per 100 sq. ft., ¢ 
$5.25 per 100 sq. ft.; 4 x 4, $5.50 per 100 sq. ft.; | 
$5.50 per 100 sq. ft.; 6 x 6, $5.75 per 100 sq. ft.; 8 x 8, $6.2! 
per 100 sq. ft. 

Stone plain annealed wire, No. 16, $7.85 per 100 lb.; No. 
18, $8.45 per 100 lb.; No. 20, $9.60 per 100 lb.; No. 24, $11.15 
per 100 lb. Stone galvanized annealed wire, No. 16, $9.85 
per 100 lb.; No. 18, $10.85 per 100 lb.; No. 20, $11.85 per 
100 lb.; No. 24, $12.50 per 100 lb. 
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Collections continue to be very good and cash sales are 
excellent. 

Axes.—In anticipation of the heavy trade this fall, deal- 
ers are placing some very satisfactory orders. Jobbers 
state that they have very few axes on hand, but they expect 
to be able to fill all orders for future shipment which are 
placed with them during this month. 

We quote from jobbers’ f.c.b. Chicago: First quality 
single bitted axes, 3-lb. to $16.50 per doz. base; double 
bitted, $22.50 per doz. base. 

Alarm Clocks.—The same old story on alarm clocks 
heavy demand; shortage of production; jobbers are out of 
practically all of the best sellers and are unable to obtain 
deliveries from the manufacturer. Present prices are held 
firm. 

We quote from jobbers’ stecks, f.0.b 
alarm clock, dozen lots, $13.84 per doz.; Sleepmeter alarm clock, 
$18.36 per doz. net; Ironclad alarm clock, $22.29 per doz. net 
Big Ben and Baby Ben, $28.78 per dozen. net. 


stocks, 


4-lb., 


Chicago: The American 


Coal Hods.—Dealers who have not already placed their 
orders for coal hods for next season should do so at once, 
as owing to the shortage of steel sheets manufacturers 
have notified the trade that their prodiction will be greatly 
curtailed and that the normal supply of coal hods will not 
be available for next season. 

‘We quote from jobbers’ stocks, f.0.b. Chicago: Japanned open 
18-in., $5.25 per doz.; japanned fun- 
galv. open hods, 17-in., $7.20 per 
17-in., $8.90 per 


hods, 17-in.. $4.70 per doz. : 
nel hods, 17-in., $5.90 per doz. ; 
doz.; 18-in., $7.85 per doz.; galv. funnel hods, 
doz.; 18-in., $9.60 per doz. 

Tire Chains.—There has been no improvement in deliv- 
eries on tire chains and jobbers’ stocks are badly broken. 
Manufacturers of the Weed and Rid-o-Skid, without any ex- 
planation whatsoever, have made reduction in price of 25 
per cent, but are making no promises as to deliveries. 

We quote from jobbers’ stocks, f.0.b. Chicago: Rid-O-Skid 
chains, 30 x 3%4-in. in lots of dozen pairs, $2.53 per pair. 

Eaves Trough and Conductor Pipe.—Jobbers state that 
their sales on eaves trough and conductor pipe continue to 
improve and that their stocks are becoming more depleted 
than ever. The advance in price put into effect last week 
has not curtailed buying. 

We quote from jobbers’ stocks, f.o.b. Chicago: 29-gage lap 
joint eaves trough, 5-in., $6.30 per 100 ft.; 2-in., plain galv ridge 
roll, $6.30 per 100 ft.; 29-gage conductor pipe, 3-in., $6.75 per 
100 ft. These prices are for full crate lots. 


Files.—Local jobbers are maintaining present prices on 
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files and they are securing very satisfactory deliveries from 
the manufacturers. Present prices are held firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Nicholson files, 
50-74% per cent discount: New American, 60 per cent discount; 
Disston, 50-10 per cent discount; Black Diamond, 50-5 per cent 
discount. 

Galvanized Wiz acturers of galvanized ware 
are far behind with their orders and conditions are getting 
worse instead of better. Jobbers will not accept orders for 
galvanized ware except at prices ruling at date of ship- 
ment and subject to stock on hand, and are limiting the 
size of the order to a dozen to a customer in order to obtain 
as wide a distribution as possible. 


Glass.—The demand for glass continues to be very 
strong, in fact, heavier than the available supply. Both 
jobbers and retailers’ stocks are running low and deliveries 
from the manufacturers are slow. There has been no 
change in price since last reported, but the market con- 
tinues to be very strong. 

We quote from jobbers’ stocks, f.o.b. Chicago; Single strength 
A, all sizes, 77 per cent off; single strength B, first three brackets, 
77 per cent off; all sizes, double strength A, 79 per cent off; 
putty in 100-lb. kits, $4.25; glaziers’ points, No. 1, No. 2 and No. 
3, 1 doz. to package, 65c. per package. 

Clipping Machines and Parts.—Jobbers state that they 
have fair stocks on hand and are filling all orders promptly. 
Dealers evidently did not order in sufficient quantity earlier 
in the season, with the result that a great many re-orders 
have been placed within the last ten days for all kinds of 
clipping machines. There has been no change in price since 
last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: Stewart horse- 
clipping machines, No. 1, ball-bearing, inclosed type, for horses, 
mules and cows, list $12.75. Top plates, list $1.00. Bottom 
plates, list $1.50. Discounts, 25-5. Stewart clipping machine, 
No. 8, for sheep and goats, complete with No. 5 shear, four combs 
and four cutters, $17.00 list. Discount, 25.5. 

Wood Handles.—Wood handles continue to be in great 
demand, in fact, heavier than the available supply. Job- 
bers are out of stock on a great many of the best selling 
handles and cannot obtain satisfactory deliveries from the 
manufacturer. There is a great scarcity of hickory. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 hickory 
axe handles. $4 per doz.; No. 2, $3 per doz.; second growth hick- 
ory axe handles, $6.30 per doz.; extra quality hickory axe han- 
dies, $5 per doz.; No. 1 hatchet and hammer handles, 90c. per 
doz.; second growth hickory hatchet and hammer handles, $1.60 
per doz. 

Lanterns.—Dealers who have not already placed their 
orders for fall delivery on lanterns are urged to do so at 
once. Jobbers are making it a special inducement for 
them, offering the following terms. They are accepting 
orders for shipment at their option after July 1 to be in- 
voiced to date Sept. 1. 

We quote from jobbers’ stocks, f.o.b. Chicago: Competition 
lanterns. No. 0 tubular, $6.50 per doz.; No. 2 tubular cold blast, 
$9.35 per doz. 

-aints and Oils.—There has been a reaction in the tur- 
pentine market, with results that prices on _ turpentine 
shows an advance of 15c. per gallon. Price on white lead also 
shows an advance of 50c. per 100. Conditions in the paint 
and varnish trade in this district are reported to be excel- 
lent. Jobbers state that they are booking large orders for 
paints, varnish and brushes and the sole difficulty now is 
to secure prompt shipment of merchandise from the manu- 
facturer. With the advent of better weather conditions 
there is sure to be an increased demand for all kinds of 
paints. The linseed oi] market is unchanged from a week 
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ago. Crushers are all busy with shipments on contract, 
and due to the railroad situation shipments, both outgoing 
and incoming, are slow. 

The following prices prevail on leading staples: Strictly pure 
linseed oil, 1 to 4 bbls., one delivery, raw, $1.98 per gal.; boiled, 
$2 per gal. Terms: 30 days net, or less 1 per cent if paid within 
10 days from date of invoice. Strictly pure gum spirits of turpen- 
tine in barrels, $2.31 per gal., 180-deg. denatured alcohol, in bar- 
rels, 85c. per gal.; strictly pure white lead, 100-lb. kegs, $15.50 
each; New York plaster of paris, in barrels, $4.56 per bbl.; 
Gilder’s whiting, in barrels, $3.50 per cwt.; pure shellac (4-lb. 
goods), in gallon cans, white, $7.30 per gal.; orange, $6.80 per 
gal.; English Venetian red, in barrels, $2.50 to $5.00 per cwt. 

Nuts and Bolts.—There has been no improvement in the 
deliveries of nuts and bolts since last reported. Jobbers’ 
stocks are badly broken and the demand if anything is in- 
creased. Present prices are being well maintained. 

We quote from jobbers’ stocks, f.o.b. Chicago: Machine bolts 
up to % x 4 in., 35-5 off; larger sizes, 25-5 off; carriage bolts 
up to % x 6 in., 30 off; larger sizes, 20 off; coach or lag screws, 
gimlet points, square heads, 45-5 off; hot pressed nuts, square or 
hexagon cap, $1.45 off per 100 lb.; stove bolts, 70 off. 

Wire Nails.—The nail situation is growing more serious 
each week. While there has been no change in the base 
price, several of the independent mills say that there should 
be an advance. Jobbers have not been able to accumulate 
stocks and deliveries from the mills continue to be very slow. 
The demand for nails is increasing and when the present 
building program goes in full swing it will be very doubtful 
if there will be enough nails available. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
nails, from $3.90 to $4.50 per keg base. 

Rope.—While there has been no change in the price of 
rope since last reported, it would not be surprising to see 
a very radical advance put into effect. Manila fiber ad- 
vanced from three to ten cents per pound and yet the rope 
manufacturers have not issued new prices. While this is 
an off season for rope, jobbers state that they are selling 
rope as fast as they can get it and have not been able to 
accumulate a stock. 

We quote from jobbers’ stocks, f.o.b. Chicago: In full coils, 
manila rope, standard brands, No. 1, 25%c. per lb. base; No. 2 
24%4c. per lb. base; No. 3, 22lc. per lb. base; sisal rope, full 
coils, standard brands, No. 1, 19%4c. per lb.; No. 2, 17%c. per lb. 

Roofing Paper.—There is an embargo on all kinds of 
roofing and building paper. Manufacturers of slate surface 
roofing paper have withdrawn from the market, as they are 
unable to obtain the slate from the Vermont mines. Stocks 
in general on all kinds of building paper is very low and 
the demand continues to be heavy. 

We quote from jobbers’ stocks, f.o.b. Chicago: Certainteed 
roofing, 1-ply, $2.13 per sq.; 2-ply, $2.64 per sq.; 3-ply, $3.15 per 
sq.; Major roofing, 1-ply, $1.83 per sq.; 2-ply, $2.24 per sq. 
3-ply, $2.65 per sq.; Guard roofing, 1-ply, $1.38 per sq. -ply, 
$1.74 per sq.; 3-ply, $2.10 per sq.; tarred felt, $4.25 per 100. tb, : 
red and gray rosin paper, $90.00 per ton. 

Spark Plugs.—Deliveries from the manufacturer are re- 
ported as very satisfactory. Jobbers state that they have 
fair stocks on hand, but that they are selling more spark 
plugs than ever. Dealers who have not checked up their 
stocks on spark plugs should do so at once, as with the ap- 
proach of spring a great many cars that have been laid up 
for the winter will be put in operation and new plugs will 
be required. 

We quote from jobbers’ stocks, f.o.b. Chicago: Hercules Giant, 
lots of 1 to 50, 65c. each; lots of 50 to 100, 621%4c. each; lots of 
100 and upward, 60c. each: Hercules Junior, lots of 1 to 100, 40c. 
each ; lots of 100 to 150, 37%c. each; lots of 150 and upward, 35c 
each; Hel-Fi standard plugs, lots of 50 to 100. 42%c. each: lots 
of 100 and up. 40c. each; Hel-Fi superspark plugs, lots of 50 to 
100, 62%c. each; lots of 100 and up, 60c. each: A. C. Titan plugs, 
63c. each; A. GC. Cico plugs, 48c. each; Champion X, 59c. each; 
Champion O, 62c. each: Champion Heavy Duty, 73c. each; Split- 
dorf plugs, 62'%4c. each; United plugs. Junior, small lots, 40c 
each; lots of 100 or over, 37%c. each; United Giant Heavy Duty 
small lots, 60c. each; lots of 100 or over, 57%4c. each. 

Steel Sheets.—There has been no improvement shown in 
deliveries on steel sheets in this market this week and the 
shortage is as acute as ever. Jobbers continue to place a 
limit of one bundle of sheets to a customer. 

We quote from jobbers’ stocks, f.o.b. Chicago: Galvanized 
sheets, No. 28, at $8.00 per 100 Ib.; 28-gage black sheets, $6.50 
per 100 Ib. 

Stove Board.—Jobbers continue to book very satisfactory 
orders for stove board for future delivery. Dealers should 
anticipate their wants as early as possible, as there no 
doubt will be a shortage later on in the season. Prices are 
held firm. 

We quote from jobbers’ stocks, f.o.b. Chicago : Wood lined 
crystal stove boards, 24 x 24, $13.65 per doz.: 26 x 26, $13; 05 per 
doz.:; 28 x 28, $18.85 per doz.; 30 x 30, $21. 30 per doz.; 33 x 33, 
$25.50 per doz.; 36 x 36, $30.50 per doz. 

Screws.—There has been a very heavy demand for wood 
screws during the past week. Jobbers state that they have 
been able to procure very satisfactory deliveries on the flat 
head bright, but they are entirely out of the round head 


Common wire 
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blued, and are unable to obtain these from the manufac- 
turer in large enough quantities to supply the demand. 
There has been no change in price since last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: Flat head, bright 
screws, 7244-20; flat head brass, 60-20; round head brass, 571 
20; round head blued, 70-20. 

Sash Weights.—Sales on sash weights continue to in- 
crease and the demand if anything is heavier. Foundries 
are unable to procure enough scrap metal to keep their 
production up to normal. It is reported that some of the 
foundries are making sash weights out of the better grade 
iron. There has been no change in price since last re- 
ported. 

We quote from jobbers’ stocks, f.o.b. Chciago: Sash weights 
in less than ton lots, $70 per ton; ton lots, shipment direct from 
the foundry, subject to delay, $68 per ton. 

Wheelbarrows.—There continues to be a great scarcity 
of the steel tray wheelbarrow and deliveries from the man- 
ufacturers have not improved. They have plenty of the 
wood tray barrows on hand and are making very prompt 
deliveries on these. Dealers who have not placed their 
orders for wheelbarrows for spring delivery should do so 
at once, as barrows of all kinds from now on will be in 
great demand. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 4 tubular 
barrows, all steel, $7.70 each; common tray or stave barrows, 
$2.95 each; angle keg garden barrows, $4.75 each. 


Wire Cloth and Poultry Netting.—Manufacturers have 


TWIN 


St. Paul and Minneapolis, March 3, 1920. 
RADE has shown some increase during the past week, 
even with the ever-present shortage of goods. Every- 

one is looking forward to the approaching spring business, 
and planning to take care of a bigger amount than for a 
corresponding period of last year. The same thing is heard 
from all the different angles of the trade, “if only we can 
get the goods.” Price has long since become a secondary 
consideration, and seldom enters into the question before 
deliveries are fully discussed. Added to the shortage of 
goods is the shortage of transportation facilities, which 
condition we are told will probably improve from now on 
with the roads back in the hands of their owners. Just 
how much this is going to help for the next few months is 
considerable of a problem, but the old condition of competi- 
tion must enter into transportation conditions and is bound 
to help to some extent. The scarcity of many of the best 
selling items of stock still makes it difficult to take care of 
trade in anywhere near a satisfactory manner. Deliveries 
are not improving and are liable to be worse before they 
are better. Increase in trade, and slowness in filling orders 
will add to adverse conditions before the turn for the beter 
comes. 

Prices show some changes, quite naturally, upward, with 
many changes made by the manufacturer not yet adopted 
by the local jobbers. The change made in the advances on 
all kinds of nails is receiving considerable attention, even 
though it is understood that some manufacturers have not 
yet put into effect the new schedule. 

Automobile Accessories.—With the approach of warmer 
weather many car owners are beginning to prepare their 
cars for the new season, and are buying tires, tubes, and 
many other items of equipment. Some quantity of paints 
and varnishes are being sold also for the purpose of re- 
finishing cars, although this line of goods will sell much 
more freely when warmer weather arrives. The proposed 
advance on tires has not yet been put into effect here 
but it is expected at any time. Changes have also been 
prophecied on skid chains, which have not materialized. 

Axes.—Prices show a slight advance over previous quo- 
tations, with stocks in general running rather light. Sales 
are dropping off to some extent also. 

We quote from local jobbers’ stocks: Single bit, base weights, 
axes at $16.50 per doz.; double bit, base weights, axes at $21.50 


per doz.; Sager S. B. handled, axes at $23.50 per doz.; Hiawatha 
Boys, handled, axes at $14.00 per doz. 

Bolts.—There has been no change in price in this line 
and sales are still quite slow. Mill shipments are extremely 
slow in coming through and stocks are badly broken. 

We quote from local jobbers’ stocks: Small size carriage bolts, 
30 per cent; large size carriage bolts, 20 per cent; small machine 
bolts, 35-5 per cent; large machine bolts, 25-5 per cent; stove, 
60 per cent: lag screws, 40 and 10 per cent; tire bolts, 45 per 
cent from standard list. 

_ Builders’ Hardware.—The situation in builders’ hardware 
is growing worse instead of better, for deliveries are be- 
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notified the jobbers that they will not accept orders for 
poultry netting or wire cloth. That they have all the orders 
booked that they possibly can fill this season. Jobbers 
are accepting orders only subject to stock on hand, and 
while at the beginning of the season they had what they 
considered fair stocks, they now find that they are running 
low and expect to be out of the market shortly. 

We quote from jobbers’ stocks, f.o.b. Chicago: Black painted 
wire cloth, 12-mesh, $2.25 per 100 sq. ft.; poultry netting, galvan- 
ized before weaving, 50 per cent discount; galvanized after weav- 
ing, 45 per cent discount. 

Game Traps.—New prices on game traps were issued 
this week. Jobbers are taking orders for shipment at their 
convenience with September first dating. The demand for 
game traps was never better, as the record price now being 
paid for fur is a great incentive to the trapper. Dealers 
should place their orders immediately for traps, as the 
manufacturers have notified the jobber that they do not 
expect to be in a position to supply enough game traps to 
meet the requirement. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 0 Victor 
Traps with chains, $1.71 per doz., without chains, $1.34 per doz. ; 
No. 1 Victor Traps with chains, $2.01, without chains, $1.52 per 
doz.; No. 1% Victor Traps, with chains, $3.05 per doz., without 
chains, $2.44 per doz.; No. 0 Oneida Jump Traps with chains, 
$2.37 per doz., without chains, $1.75 per doz.; No. 1 Oneida Jump 
Traps with chains, $2.75 per doz., without chains, $2.12 per doz.: 
No. 1% Oneida Jump Traps with chains, $4.12 per doz., without 
chains, $3.25 per doz.; No. 0 Newhouse Traps with chains, $4.75 


per doz., No. 1, $5.62 per doz., No. 1%, $8.50 per doz. 








coming slower and prices more uncertain. No one seems 
to hold out much hope of any relief for several months to 
come, for raw materials are scarcer than ever and trans- 
portation facilities are extreme. 

Milk Cans.—Prices are still as last quoted, with retail 
sales running light. Dealers are showing some interest in 
the line, however. 

We quote from local jobbers’ stocks: Railroad, 5-gal. milk 
cans, $3.40 each; railroad, 8-gal. milk cans, $4.20 each; railroad, 
10-gal. milk cans, $4.45 each. 

Churns.—There is no change here, either in price or vol- 
ume of trade. Stocks are hard to obtain, due to the scarcity 
of materials. 

We quote from local jobbers’ 
50 per cent from lists. 

Screen Doors and Windows.—Retail sales have not begun 
so far in this line and dealers are ordering very slowly. 
Prices show no change. 

We quote from local jobbers’ stocks: Common, 2-8 x 6-8 doors, 
$29.40 per doz.; fancy, 2-8 x 6-8 doors, $44.20 per doz. ; Sherwood 
adjustable 24-in. window screens, $9 per doz.; Wabash extension 
24-in. window screens, $7.70 per doz. 

Eaves Trough, Conductor Pipe and Elbows.—Sales show 
some signs of increase as spring approaches, but are not 
heavy as yet. Stocks are low and are very apt to remain 
that way for some time to come with the volume of busi- 
ness the mills have listed ahead. Prices show a slight 
advance. 

We quote from local jobbers’ stocks: Eaves trough, 28 ga. lap 
joint S. B. 5-in., $7 per 100 ft.; conductor pipe, 28 ga. 3-in., $7.13 
per 100 ft.; conductor elbows, 3-in., $1.87 per doz. 

Files.—Prices are still holding steady on files as last 
quoted, with no signs of any change in the near future. 
As with nearly every line of goods in the hardware trade 
mill shipments are extremely slow. 

We quote from local jobbers’ stocks: Riverside, 50, 10, 10 per 
cent; Nicholson, 50, 10 per cent; Arcade, 60 per cent from stand- 
ard list. 

Freezers.—Dealers are still buying very slowly in this 
line, with retail sales at a very low point. Prices show no 
change. 

We quote from local jobbers’ 
ice cream freezers, $4.95 each; 
freezers, $8.10 each. 

Galvanized Ware.—While there has been some further 
advance in prices on the part of some factories making this 
line of goods, local prices are still holding at last quota- 
tion. Stocks are low and broken, with mills slow in ship- 
ping. 

We quote from local jobbers’ stocks: Standard No. 1 galvan- 
ized tubs, $12 per doz.; Standard No. 2 galvanized tubs, $13.50 
per doz.; Standard No. 3 galvanized tubs, $15.75 per doz. ; heavy 


galvanized No. 1 tubs, $20.50 per doz.; heavy galvanized No. 2 
tubs, $22 per doz.;: heavy galvanized No. 3 tubs, 


stocks: Belle brand churns at 


stocks: White 


Mountain 4-qt. 
White Mountain i 


S-qt. ice cream 


$23.50 per doz. ; 
standard 12-qt. 
standard 14-qt. galvanized pails, 
stock pails, 18 


standard 10-qt. galvanized pails, $4.20 per doz. ; 
galvanized pails, $4.60 per doz. ; 
$5.20 per doz.; stock pails, 
qt., $9.15 per doz. 


16 qt., $7.80 per doz. ; 








124 


Glass, Putty and Glaziers’ Points.—Prices show no 
change from last week’s quotation, and sales are running 
at about norma! for this time of the year. Stocks here are 
heavy enough to meet the demand except for plate glass, 
which brings a premium nearly anywhere in the country. 

We quote from local jobbers’ stocks: Single strength “A” 
grade giass, 76 per cent; double strength “A” grade glass, 78 
per cent; commercial glass putty in bladders, $5.15 per cwt. 

Hose.—The only retail call for this class of goods is from 
the contractor trade, and they have not really begun to 
buy for their spring requirements. There is no change in 
price. 

We quote from local jobbers’ stocks: Competition, % in., 3- 
ply. Ze. per ft.; 5-ply, % in., 12%c. per ft.; cotton, % in., 13c. 

Lanterns.—Lanterns are selling more slowly as_ the 
longer daylight hours approach. Prices show no change. 

We quote from local jobbers’ stocks: Tubular, long globe 
lanterns, $11.75 per doz.; tubular short globe lanterns, $11.75 
per doz.; tubular dash globe lanterns, $16 per doz. 

Mowers.—There is no change in price of mowers, and 
sales even in a jobbing way are light. Factories claim to 
be sold up for some time ahead. 

We quote from local jobbers’ stocks: Philadelphia, Styles C 
and E, 25-24% per cent; Style A, 20 per cent; Style K, 25-21, 
per cent; Riverside, ball bearing 16-in., $7.50 each. 

Nails.—There is no change in the nail situation here, 
either in supply or price. Some mills now accept orders 
for twenty-five kegs at a time, but this is a very small per 
cent of what is needed to supply the needs of this locality. 

We quote from local jobbers’ stocks: Standard wire nails, at 
$4.25 per keg base; coated wire nails, at $5.50 per keg base. 

Paper.—From the reports of paper mills closed all over 
the country for lack of raw materials, it is very evident 
that building paper will be very scarce and high priced for 
months ahead. Local mills are running only on some kinds 
of paper and some mills are closed entirely. Sales show 
some increase in a retail way. 


Mills and Hardware Supplies, 


Hardware Age 


We quote from local jobbers’ stocks: Barrett’s No. 2 turred 
felt, $4.55 per cwt. Barrett’s threaded felt in 500-ft. rolls, $6.27 


each; Slater’s felt, ” $1.7 72 per roll; Barrett’s dry saturated felt, 


$2.22 per roll; 20-lb. red rosin paper, 97c. per roll; 25-lb. red 
rosin paper, $1.20 per roll; 30-lb. red rosin paper, $1.45 per roll. 
Planters.—There is no change in the price of planters 
and sales are still running at a low point. 
We quote trom local jobbers’ stocks: Acme Potato P 
$9.90 per doz.; Acme Corn Planters, $10.50 per doz 
Registers.—There is no change in the market on regis- 
ters and sales are comparatively light at the present. 
We quote from local jobbers’ stocks: 
per cent discount from list. 
Rope.—Sales on rope still run at about the same leve 
heretofore with no change in price. 


We quote from local jobbers’ stocks 
26c. per lb. base; 


Cast steel registers 


Columbia Manila rope, 
Columbia sisal rope, 20c. per lb. base 

Sand Paper.—There is no change in the market on sand 
paper and sales still continue to outstrip the best rate of 
production of the factories. 

We quote from local jobbers’ stocks Best grade No. 1. per 
ream, $6; second grade No. 1, per ream, $5.40; garnet No. 1 
per ream, $15. 

Sash Cord.—Sash cord market still remains at previous 
quotation. Sales are keeping up to a fairly high point with 
stocks coming in very slowly from the factories. 

We quote from local jobbers’ stocks: Silver Lake cord, $1.17 
per Ib. base; braided cotton, 88c. per Ib. base 

Sash Weights.—There is no change in the sash weight 
market either in the rate of production or price. Local 
foundries are still far behind their orders. 

We quote from local jobbers’ stocks: Sash weights in 
sizes, $4 per 100 Ibs. 

Steel Sheets.—Stocks are still at a very low point with 
practically no new supplies coming through from the fac- 
tories. Price shows no change from last week’s quotation. 
Sales are rather light as yet as spring work has not 
opened up. 
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BARS—CROW— 


Steel Crowbars, 10 to 40 lb.. 
8% @9'k¢ 
Pinch Bars, 10 to 40 I1b., 
8% @9%e 


BEAMS—Scale— 

Chatillon’s No. 1, 

List Sept. 25, 1918 
200 300 400 600 1000 Ib 
$3.00 $4.00 $6.00 $8.00 i 00 

Chatillon’s No. 

P. 8. & W., 

List Sept. 25, 1918—16% % 


BELTING—LEATHER— 
From No. 1 Oak Tanned Butts 
Belting, Ex. Hvy., 18 0z...85% 
Belting, Heavy, 
Belting, Medium, 14% oz... 
Belting, LAght, 
Second Quality, Sides 
Second Quality, Shoulders. ..60% 
Out Leather Lacing, Strictiy 
No. 5% 
Leather Lacing Sides, 
ft. Raw Hide, No. 
sides 17 aq. ft. and over... 
Under 17 aq. ft 


Rubber— 
Competition (Low Grade) .50&10% 
Standard 
Best Grades... 


BLOCKS—Tackle— 


Common wooden 
Patent 


Drill— 


Athol Machine Co. : 
Drill Blocks 


Bolts— 
Carriage, Machine, &c.— 
Common Carriage (cut thread): 

@ 6, and smaller. ..40&10% 
Common Carriage (rolled thread) : 
3% a 6, and smaller... .15&5% 
Larger or longer.... - HKG 
Phila. Eagle, $3.00 Ust eee 10% 
Bolt Ends, H. P 
Machine (cut thread) : 
% w@ 4, and emaller.....50% 
Larger or longer......... 40% 


CHAIN—Proof Coil— 
American Coil; Straight Link: 
3/16, $18.00; m/s 15.00; 5/16, 
» . 


i: 7/16, 
%, $10.25; 


List net 


i '% $9.75: 
| cata %, $9.25; 1 In., 
9.0 


DRESSING—Belt— 

Jobbers’ Mfg. Company: 
Blue Ribbon, Stick, @ Ib. .30¢ 
— 5 & 10 


30¢ 
Liquid in gal. cans g41.$3.00 
DRILL AND DRILL 
STOCKS 


Twist, Bit Stock.. .45 % 

Twist, eves and Stratoht 
Shank : 1 

Wire Gauge Jobbers’ and R. 5. 
Blacksmith ° 

Brace Drills for W ood. nip 1 N 


EMER Y—Tarkish— 


Out of market at present time. 
Domestic, 10 


HAMMERS AND 
SLEDGES— 

3 to 5 

Over 5 

OILERS— 

Steel, Copper Plated 

Chace, Brass and Copper.... 

Ratlroad, coppered 33% &5% 

Chace, Zine Plated 

Railroad, brass 


PICKS AND MATTOCKS— 
Railroad 
Contractors’ Picks....... 


ROPE— 
Eastern Retatl Trade. Per Ib. 
Manila, % in. diam. and larger: 
Highest Grade 273 
Second Grade 
Hardware Grade 
Sisal, % in. diam. and larger: 
Highest Grade 
Second Grade ¢ 
Sisal, Hay, Hide and Bale Ropes. 
edium and Coarse: 
First quality, 23%¢; second 
quality 2 
Sisal, Tarred, Medium Lath 
Yarn: 
First eney ° 
Second quality 
Cotton Rope: 
Best 5/16-in. and larger. 
49@50¢ 
Medium, 6/16-in. and larger, 
@418¢ 
rs | ar 5/16-in. and 
45@46¢ 


Y-in. and wp......19¢ 
Yin. and up 


SAWS AND FRAMES— 
ack— 

Saws, 6 to 14 in. ino 

Saws, Machine Blades, 
12 to 14 @...06 


Saw Frames— 


Tron, adj., per doz.. 
Steel, ad., 8 to 12 in., 


Steel adj., steel hdle., per doz., 
8.11 


Adj. Pistol-Grip, per doz $18.77 
SCREWS— 

Coach, Lag and Jack— 
Lag, Cone Potnt 50&10% 
Coach, Gimlet Point.....30&5 % 


Jack Screws— 
Standard List 


Machine— 


Cut Thread Iron 
Flat Head or Round Head, 
60&10% 
Fillister or Oval Head.50&10% 
Brass: 
Flat Head or round Sos, 
50&10% 
Fillister or Oval Head. —" 
— Thread Iron, F. H. 
H. " 


Pilueter or Oval Head. 
Rolled Thread Brass: 
HZ. or 8. #. HO&10 % 
Fillister or Oval Head. - 60% 


Set and Cap— 
Flat Head, Iron 50&10&5% 
(Steel) net advance over 


Wood 
Flat Head, Tron 
Round Head, 
Flat Head, Brass 
Round Head, Brass... .57 %&15% 
Flat Head, Bronze. . .55&10&10% 
Round Head, Bronze 
52% &10410% 


STOCKS, DIES AND 
TAPS— 


10 
Hand Taps, % to 1 in..... 
Hand Taps, smaller than % 


12 in, ine 60&! 
M. 8. Taper Taps, larger... 


T , RNBU CKLES 
No. 195. Japn’d, "per doz .$1.20 
National Mfg. Co. Screen Door 


TRUCKS—Warehoause, &e, 

se Mfg. Co. each, net 
, $24.50, No. 2, $22.50 

Ric ans 

om. on, barrel lots, at 


anti and Steel 
Per 100 Ib. 

Size bolt 5/16 5 
Washers $13.40 12.50 


11.20 
WRENCHES— 
Agrtcultural 
Alligator or Crocodile 
Drop Forged 8 
Stillson pattern 
Genuine Walworth Stillson, 


50&10% 
METALS— 
in— 
Straits, pig Oe 
Bar 68-T3¢ 
American pig, 99° per” cent, 
. T0@i2¢ 
Copper— 
Cale Tee ok cs cweews 21 to 22¢ 
Electrolytic 20 to 21¢ 
Casting 19% to 20¢ 
Spelter and Sheet Zinc— 
Western spelter ...10% to 11%¢ 
Sheet Zinc, No. 9 base, cast 
14 to 14%¢. 
Lead— 

Ameriogn pig. .Per Ib., 9% 10%¢ 
Ba Per tb., 10% to 11¢ 
Solder 

2 * yy 
Behess 
Prices of solder indicated by 
private brand vary according to 
composition. 
Babbitt Metal— 
Rest grade, per Ib 
Commercial grade, per Ib 
Antimony— 
Asiatic, per lb 
Aluaminum— 
No. 1 Aluminum (guaranteed over 
99 per cent pers). 8 in ingots for 
remelting, per Ib. 85 to 28e 
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galvanized 


We quote from local jobbers’ stocks: 25-gage 
cwt. 


steel sheets, $8.35 per cwt.; 28-gage black, $6.85 per 

Screws.—There is no change in quotations on screws. 
Sales are running at a fairly good rate for this season of 
the year. Factories are far behind on their orders from all 
reports, and new stocks are coming in extremely slow. 

We quote from local jobbers’ stocks: Flat head bright wood 
screws, 75 and 10 per cent; round head blued wood screws, 72 
per cent; flat head japanned screws, 67! per cent; flat 
brass screws, 60 per cent; round head brass screws, 57% per 
cent, from standard list. 

Solder.—Since the advance of a week ago there has been 
no further change in the price of solder. Sales are fairly 
light at this season of the year. 

We quote from local jobbers’ stocks: 
{3c. per Ib. 

Tacks.—There has been no price revision in this line and 
sales are running at a rather low point, but probably there 
will be an improvement in this line as soon as the spring 
work opens up. 

We quote from local jobbers’ stocks American cut, 8-0z., 82c. 
per doz.; tinned carpet, 8-0z.. S5e. ner doz; blued carpet, 8-02, 
7éc. per doz.; double point, 11-0z., 394%4c. per Ib. 


Half and half solder, 


Otlfice of HARDWARE AGE, 
CLEVELAND, March 8 
| OTH jobbers and retailers report a little improvement 
in hardware shipments by manufacturers and are 
pleased to note this change for the better in deliveries, 
although so far it is rather slight and does not apply to 
some items in which the shortage has been most acute, 
such as mill products, nails, wire and steel sheets. Job- 
bers’ stocks are in somewhat better shape because of the 
improved deliveries and retailers are finding that fewer 
items are being back ordered. However, manufacturers 
are so well sold up that deliveries on most lines are ex- 
pected to continue slow, and retailers as a rule when they 
place orders with a jobber are specifying stock shipments 
in order to get better deliveries rather than shipments 
directly by the manufacturer. This is also necessary in 
the case of some goods on which the manufacturers are 
entirely sold up and are not taking additional orders. 

Business is excellent with both jobbers and retailers and 
the latter expect an increase.in sales with the opening of 
spring. Retailers are buying fall goods quite freely in 
order to be sure of having their stocks when wanted. 

The nail and wire situation is little, if any, better. Cleve- 
land jobbers are depending almost wholly for their supply 
upon the local plants of the leading interest which is ad- 
hering to the 3.25 cent price, and jobbers’ prices are being 
kept down to 3.75 and 4 cents. They state that the higher 
price has been necessitated by the increased cost of deliv- 
eries due to shipment in small lots by truck from the mills. 

Builders’ hardware has continued to move fairly well all 
winter and jobbers and retailers have been able to replen- 
ish their stocks which are now in fair shape. However, 
some items such as glass knobs, cylinder front door sets 
and goods with special finishes, are very scarce. 

The price tendency continues upward, advances being 
made during the week of approximately 10 per cent on a 
large number of items. 

Aluminum Ware.—There is an acute shortage of alumi- 
num ware because the output of manufacturers has been 
greatly reduced on account of their inability to secure alu- 
minum sheets. For this reason some of the jobbers are not 
trying to book orders. 


Automobile Tires and Accessories.—The demand for tires 
and accessories continues rather light owing to the severe 
weather conditions that prevailed almost continuously 
since the opening of winter. Retailers have not stocked up 
to any great extent for the spring trade but are expected 
to buy with a rush within the next few weeks. Manufac- 
turers of tires and accessories are in fair shape on deliv- 
erles and jobbers have good stocks. Retailers who handle 
tires and accessories are looking for a very heavy volume 
of business during the coming season. There are rumors 
of an advance in tire prices April 1, but these are without 
confirmation. 

Axes.—Axes are in fair demand for fall delivery. Job- 
bers have advanced prices 5 per cent, not having made an 
advance a few weeks ago when manufacturers marked their 
prices up. 

Jobbers quote best grades of handled axes at $22.50 per 
dozen for single bit and $28.50 for double bit. 


Barb Wire and Wire Fence.—The scarcity of barb wire 


CLEVE 
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Tin Plate.—Prices are still running at the same level on 
this line of goods and sales are rather light. Stocks show 


no particular improvement and mill shipments are ex- 
tremely slow in arriving. 

We quote from local jobbers’ stocks Furnace coke ICL, 20 x 
28, $17.65 per box; IC, 20 x 28, S-ib. coating roofing tin, $17.30 


per box. 


Washers.—There is no change in the washer market, 
neither in the way of price or sales. 

We quote from local jobber stock Wrought stee ly -in 
wishers, $8.65 per cwt wrought steel l-in. washer $8.25 pe 


cwt. 


Wire Cloth.—There is a most unusual condition in the 
market on wire cloth, owing to the fact that factories can- 
not make deliveries anywhere near as rapidly as they did 
even last year. Local jobbing quotations have not changed 
although there has been some change with some of the fac- 
tories in this way. 

We quote from local jobbers’ stock Black, 12 x 12 me 
cloth, $2.35 per 100 sq. ft tlumina l x 12 mesh wire 


nh wire 
cloth, 


$2.75 per 100 sq. ft. 
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and wire fence is still acute, both being.practically off the 
market. There is considerable call for both products, but 
ome of the jobbers are not quoting prices. 

Baseball Goods.—Retailers are buying 
freely for early spring delivery and look for a good volume 
of business. Shipments on balls and mitts are rather slow. 

Bicycles.—Country merchants are placing orders quite 
liberally. for bicycles, and shipments are now being made 
on these orders. Stocks are in fairly good shape. 

Bolts and Nuts.—There is a good demand for bolts and 
nuts, but the supply in the smaller sizes made from wire is 
very scarce, and jobbers cannot secure some of these sizes 
for stock. The country is being scoured for some of the 
smaller sizes and premium prices are being quoted by some 
of the jobbers. An Eastern jobber is quoting small ma- 
chine carriage bolts for prompt shipment at 5 and 5 per 
cent discount. 

Local jobbers’ discounts for shipment to the hardware 
trade from stock which are unchanged, are as follows: Ma- 
chine bolts, % x 4 in., smaller and shorter, roll thread, 40 
and 10; cut thread, 30 and 10; larger and longer, 30 and 5; 
carriage bolts, % x 6 in., smaller and shorter, roll thread, 
10; cut thread, 30 and 5; larger and longer, 20 and 5; lag 
bolts, 40 and 5; stove bolts, 60 and 10; nuts, keg lots 
tapped, $1.50 off list for both square and hexagon. 

Coal Hods.—A price advance of about 10 per cent has 
been made on galvanized and japanned coal hods. Jobbers 
quote 18 in. galvanized hods at $8.50 per dozen. 

Coaster Wagons.—Coaster wagons are moving well] for 
the spring trade. Jobbers have laid in good stocks and are 
in good shape to supply the demand. 

Copper Kettles —Jobbers’ prices on copper kettles have 
been advanced about 20 per cent. 

Game Traps.—The Oneida Community has advanced 
prices approximately 10 per cent on game traps which are 
in good demand for fall delivery. Jobbers quote traps as 
follows: No. 1 Victor trap; $2.01 per doz.; No. 1% Victor, 
$3.05; No. 1 Jump trap, $2.75; No. 1% Jump, $4.12. 

Garden Tools.—Shipments of garden tools are being made 
for the spring trade and it is expected that the supply will 
he sufficient to meet the demand. Most retailers placed 
their orders some time ago. 

Handles.—A price advance of 10 per cent has been made 


baseball goods 


on handles for hoes, rakes and other steel goods. The sup- 
ply is rather scarce. 
Ice Cream Freezers.—There is a good demand for ice 


cream freezers for spring shipment and prices are un- 
changed. Some of the factories are entirely sold up and 
some of the retailers are taking orders only for shipment 
from their stocks. 

Iron Hollow Ware.—An advance of about 10 per cent has 
been made on iron hollow ware. 

Lawn Mowers.—There is little activity at present in lawn 
mowers, but retailers who have not placed orders will have 
trouble in securing a stock as some of the manufacturers 
will have barely enough to fill their present orders. A 
price advance of about 10 per cent has been made on the 
Pennsylvania line of mowers. 

Milk Cans.—A price advance of 10 per cent has been 
made on milk cans. 
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Nails and Wire.—The nail and wire situation shows no 
improvement. Mills are making small shipments which are 
only enough to cover a small proportion of the demands of 
the trade and with the early resumption of building work 
the shortage is expected to become more acute. No change 
has developed in the price situation. Some jobbers are still 
adhering to the old price of 3.75 cents on nails, but others 
are asking 4 cents and higher. The same situation applies 
to wire. Jobbers’ prices for less than carload lots are as 
follows, these being minimum prices: 

Wire nails, $3.75 per keg; No. 9 galvanized wire, $4.20 per 
100 lb.; No. 9 annealed wire, $3.50 per 100 lb.; cement- 
coated nails, $3.35 per 100 lb. 

Ovens.—A price advance of approximately 10 per cent 
has been made on oil stove ovens. 

Padlocks—A price advance of about 10 per cent has been 
made on padlocks. 

Poultry Netting and Wire Cloth.—The demands for poul- 
try netting and wire cloth for spring delivery is still active 
as many retailers have not yet placed their orders. The 
supply is rather limited. Prices are unchanged as follows: 

Poultry netting, galvanized after weaving, 40 per cent 
off the list; wire cloth, $2.35 per 100 sq. ft. for 12-mesh 
black, and $2.85 for galvanized. 

Pruning Shears.—Retailers are placing orders quite free- 
ly for pruning shears, tree pruners and grass shears for 
early delivery. Jobbers have good stocks. 

Rope.—Rope continues in good demand and prices are 
firm and unchanged. 

Jobbers quote best grades of rope at 24%c. from mill and 
25%c. from stock. 

Rubber Roofing.—The demand for rubber roofing which 
was rather quiet during the winter is now fairly active. 
Jobbers have been able to accumulate good stocks, with the 
exception of slate surface roofing. Production of this roof- 
ing has been restricted because of lack of slate due to in- 
ability to secure shipments on account of the car shortage. 
Prices are unchanged. We quote rubber roofing from job- 
bers’ stocks as follows: 

Adelbert, light, $2.10 per roll; medium, $2.55 per roll; 
heavy, $3 per roll; Cornell, light, $2.35 per roll; medium, 
$2.75 per roll; heavy, $3.20 per roll; slate surface roofing, 
$3.40 per roll. 

Sad Irons.—The Dover Manufacturing Co. has advanced 
prices approximately 10 per cent on its line of sad irons, 
which are now quoted by jobbers at $2.10 per set. 

Sash Weights.—Prices of sash weights have been marked 
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Office of HARDWARE 
Boston, March 6, 


Bolts and Nuts.—There has been considerable talk in 
jobbing circles this week of a pending advance in stove 
bolts, but no real action has taken place. It is very evi- 
dent, however, that the trade firmly believes prices should 
be higher inasmuch as the cost of fresh stock and handling 
same and the selling price do not allow sufficient profit. 
Semi-finished nuts, % in. and smaller, are very scarce, and 
the manufacturers do not give much encouragement re- 
garding shipments of stock on order. 


We quote from jobbers’ stocks: Machine bolts, with H. 


4% x % 
T. &_D. 

x % in. ¢ 
10 per 


nuts, 4 x % and smaller, 15 per cent discount; 
larger, 10 per cent discount; machine bolts, C. 
4x % in. and smaller, 10 per cent discount; 4% 
larger, list; common carriage bolts, 6 x % and smaller, 
cent discount; 64% x % and larger, list; tap bolts, list plus 30 
per cent; stove bolts, large quantities, 60 per cent discount; 
bolt ends, 5 per cent discount: tire bolts, 45 per cent discount; 
semi-finished nuts, 9/16 and smaller, 45 per cent discount; % 
and larger, 45 per cent discount; finished case hardened nuts, 
50 per cent discount; H. P. square blank in full keg, tapped; 
hexagon, blank, tapped; C. P. C. T. square blank, tapped; 
hexagon blank and tapped, list plus 2c. 


Calks.—Local jobbing quotations on drive 
been advanced approximately 10 per cent. 


Chain.—The market on chain holds very strong, but 
prices are no higher, contrary to predictions made during 
the latter part of last month. Local stocks are broken, 
especially of the smaller sizes. 

We quote from jobbers’ stocks: 
in cask lots, 3/16 in., $15.85 per 100 Ib.; 4% in., $14.50; 5/16 in., 
$12.20; % in.. $10.50; 7/16 in., $10.20; % in. $9.85; % in., 
$9.70: % in., $9.50; % in. $9.20; 1% and 1% in., $8.85. Extras 
for BB, BBB, twist and long link chain. 

Cooking Ware (Aluminum).—One of the leading manu- 
facturers of aluminum cooking ware such as kettles, pans, 


calks have 


Proof coil self-colored chain 


Hardware Age 


up $5 a ton. Jobbers quote sash weights for $57 a ton for 
shipment from foundry. 

Scythes and Snaths.—The North Wayne Tool Co. has ad- 
vanced prices $1.50 per dozen on its line of Little Giant 
grass scythes, and an advance of $1 per dozen has been 
made on the Clear Cut grade of scythes. Some makes of 
grass hooks have been advanced 124, per cent and snaths 
10 per cent. 

Jobbers quote Little Giant grass scythes at $17.50 per 
dozen, Clear Cut scythes at $16.50 per dozen, grass hooks 
at $5 per dozen and Little Giant adjustable grass hooks at 
$6.50 per dozen. 

Shovels.—The demand for shovels is steady and jobbers 
generally have good stocks. Prices are unchanged. 

Jobbers quote standard shovels, size 2, at $12 per doz., 
——— grade; $13.50 for second grade; $16.50 for first 
grade. 

Spikes—Jobbers have advanced prices 20 cents per 100 
Ibs. on railroad spikes, which they now quote at $5.25 base. 

Spraying Material and Disinfectant.—Prices of Dayton 
Fly-finish and Daythaleum have been advanced about 25 
per cent. 

Steel Squares.—Prices on steel squares have been ad- 
vanced approximately 10 per cent. Jobbers quote No. 3-B 
steel squares at $26 per dozen. 

Tire Chain.—The demand for tire chain has fallen off 
with the approach of spring, but is still in excess of the 
supply and dealers expect the demand to continue through 
March. Prices on Weed tire chain were reduced March 1, 
the manufacturer going back to the old pre-war price of 
25 per cent off list instead of quoting net prices. Jobbers 
are now following the same system of quotations. 

The new prices quoted by jobbers in lots of 12 figured 
from the present discounts are as follows per set: 30 x 3%, 
$3.75; 32 x 4, $4.50; 34 x 4, $5.25. These prices represent 
a decline of 57c.; 75c. and 77c. on the three sizes. 

Tool Chests.—A price advance of 10 per cent has been 
made on carpenters’ tool chests. 


Twist Drills—Jobbers are attempting to get a little bet- 
ter margin on carbon drills for the mill trade, the quota- 
tion to this trade being 45 per cent off list. However, some 
shading of this price is reported. The price to the hard- 
ware trade is unchanged at 40 per cent off list. The de- 
mand is heavy. 


Wash Boards.—Prices on wash boards have been ad- 
vanced about 20 per cent. The demand is steady. 
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etc., has advanced prices about 10 per cent, and jobbing 
prices here have been marked up correspondingly. 


Cooking Ware (Glass).—Many retail hardware dealers 
throughout New England are writing jobbers asking why 
they do not get glass cooking ware orders filled. Judging 
from some of the letters we have seen, the retail dealer 
feels that the jobber is holding out on him, and in several 
instances the retail dealer has threatened to withdraw pat- 
ronage unless the goods are shipped at once. Personal in- 
spection of stock rooms dicloses the fact that jobbers have 
no glass cooking ware to fill orders. Goods billed out from 
the manufacturing establishments around Feb. 1 have failed 
to show up here as yet, and all the jobber can do is to wait 
until they do get here. The shortage is not confined to the 
hardware jobbers, however. The large local mercantile 
establishment, Jordan & Marsh Co., is virtually out of this 
class of goods and has been endeavoring to buy stocks from 
the hardware jobbers here. 

We quote from jobbers’ stocks: 
each; 1%-qt., $1.75 each; 2-qt., $2 each. 
ered, 1 qt., 85c. each; 1%4-at., $1 each; 2-qt., 
plates, 75c. to $1 each. Cake dishes, 75c. each. 
to $1.75 each:. Custard cups, 19 to 30c. each. 
each. Jobbers’ terms are 30 per cent off list. 

Dog Collars.—To illustrate the shortage of certain kinds 
of goods sold by hardware houses and just what the job- 
bers here are up against, it is interesting to note that dog 
collars ordered by them a year ago have not been delivered. 
The manufacturers now don’t answer letters written by the 
jobbers regarding consignments. 

Electrical Goods.—Most of the leading manufacturers of 
electrical goods such as percolators, toasters, etc., have 
all the business they care to take on during the balance of 
1920. They are months behind on deliveries and say that 
every indication points to a continuation of belated deliv- 
eries well into 1921. 


Casseroles, round, 1 qt., $1.59 
y Baking dishes, uncov- 
$1.20 each. Pie 
Bread pans, %/c 
Ramekins, 15« 
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Galvanized Ware.—The demand for all kinds of galvanized 
ware continues excellent. The manufacturers continue to 
have serious trouble in securing raw materials in sufficient 
quantities to relieve the supply situation, and general opin- 
ion among them and the jobbing trade is that prices have 
not reached the top by any means. 

We quote from jobbers’ stocks: 

Ash Cans.—Galvanized, without stays, 
stays, $6.30 each. 

Coal Hods.—Japanned, with wood handle, 15 in., $3.75 per doz.; 
16 in., $5.15; 17 in., $5.73; galvanized, with wood handle, 15 in., 
7.30 per doz.; 16 in., $8.08; 17 in., $8.71; 18 in., $9.50; 18 in., 
extra heavy, $14.54; extra strong, riveted, 20 in., $37.63. 
Pails.—Eight-quart, $4.24 per doz.; 10-qt., $4.80; 12-qt., $5.26; 
14-qt., $5.90; heaviest pails, 40 lb. to the dozen, $7.70; 50 Ib. to 
the dozen, $9.92. 

Tubs.—Galvanized, No. 200, $23.40 per doz.; 
arbage ait No. 1, 92.25 per doz.; No. 2, 
. 2, $1.22. 


$3.94 with three 


each; 


No. 300, $26.10. 
$1.60, 
No 

Glass.—Local quotations on plate glass up to 5 ft. sq. 
have been advanced to 60 per cent discount and over 5 ft. 
sq. to 60 and 10 per cent discount, and automobile wind- 
shield glass has been advanced 10 per cent. While the re- 
tail hardware trade is not particularly interested in plate 
and windshield glass, the course of prices for such possibly 
may be an indication of what quotations on window glass 
may be expected to do. Just now there is a scarcity of 
large window glass as many people, unable to secure plate, 
are substituting window. The small sized window glass 
supply situation has been somewhat relieved, but people 
who ought to know say it would not surprise them to see 
prices for it advance just as soon as the regular spring 
buying movement sets in. 

We quote from jobbers’ stocks: Window glass, single A and B, 
by the box, 76 per cent discount; double A, 77 per cent discount, 
double thick A, $1.25 per sq. ft. With hard metal 50c. per sq. 
75 per cent discount. 

Leading Glass.—Colored art glass, 91.50 per sq. ft. and higher, 


double thick A’, $1.25 per sq. ft. With hard metal 50c. per sq. 
ft. extra. Copper finished, 25c. per sq. ft. extra. All glass fig- 


ured in square inches. 

Vitro-Marble.—Glass 4%4-in. thick, 50c. per sq. ft.; 
7/16-in., 70c.; W-in., 90c. 

Skylight Glass.—Rough or rolled, %-in. thick, 18c. per sq. ft.; 
3/16-in. thick, 22c. per sq. ft.; ™%4-in. thick, 28c. per sq. ft.; wired 
glass, 35c. per sq. ft. 

Handles.—Although a small item, it is reported that 
there has been an advance in wooden file handles. In fact, 
prices on all kinds of handles are very strong and tending 
upward, 

Iron and Steel.—Two or three of the heavy hardware job- 
bers have advanced prices on iron and steel approximately 
25c. to 50c. per 100 lb., but the balance of the trade is still 
quoting as heretofore. The houses which have advanced 
prices are quoting soft steel bars in the same manner as 
they are refined iron. That is, they charge more for % 
and 9/16 in. round and square and 2% in, round and square 
and larger, and 7/16 in. round and square and smaller and 
over 6 in. wide, than the quoted base. The advance in 
prices was made by those jobbing houses which are shortest 
of material. 

_ lron.—Refined, per 100 1b., $4.50 base except as noted; 4, 9/16- 
in. round and square and 2%-in. and larger, $4.90 to $5.15; 7/16- 
in. round and square and smaller, $6.50 to $6.75; over 6 in. 
wide, $6 to $6.25; best refined, $7 to $7.25; Wayne, $7; band 
iron, $6; hoop iron, $7; Norwa'y iron, $20: broken bundles of 
hoops, 2c. extra; broken bundles of other iron, %4c. extra. 

_ Steel.—Soft steel bars, $4.50 to $4.75 per 100-lb. base; flats, 6 
in. wide and narrower, over 2 in. thick, $5; over 6 in. wide and 
not even inches, $5.35; concrete bars, plain round and square, 
$4.50 base; twisted squares, $5; structural, angles, channels and 
tees under 3 in., $4.50 base; 3 in. and over, $4.25; cold rolled 
steel, rounds, $6 base; squares, hexagons and flats, $6.50; tire 
steel, 1% x &% and larger, $5.20 to $5.45: narrower and thinner. 
$5.70 to $5.95; open hearth spring steel, $9; crucible spring steel, 
$13; steel bands, $6 to $6.50; hoops. $7 to $7.50; No. 10 sheets 
$6.05; plates, 4% in. and heavier, $4.80 base. 

Lead.—The long expected advance in sheet lead has ma- 
terialized, it being %c. per lb., bringing the jobbing price 
here up to 16%c. The present strength of the lead market 
is based on a world-wide shortage occasioned by an en- 
forced shutdown of the leading lead mines of the country 
and Mexico. 

We quote from jobbers’ stocks: Sheet lead, 164 c Ib. base 

Pliers.—The shortage in high-grade pliers continues, and 
the manufacturers apparently are further behind than ever 
on deliveries owing to the transportation situation. The 
Bridgeport Hardware Mfg. Corp., Bridgeport, Conn., re- 
cently advanced its prices on pliers, bringing end cutting 
nippers up to $2.75 per doz. and 5% in. Hercules up to 
$5.30, while quotations on 6, 7 and 8 in. combination pliers 
range from $6.84 to $10.83. 


5/16-in., 60c.; 





per 


Kraeuter Goods.—Combination pliers, 5% in., $12.20 per doz 
6 in., $14.45: 8 in., $17.50; 10 in., $21.30. Side cutting pllers, 4 in 
$17.50 per doz.; 5 in., $18.50: 6% in., $20.15; 7 in., $23.80; 8 in., 
$26.45. Button’s pliers, 6% in., $12.10 per doz.: & in., $15.30; 10 in., 
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$18.50. Common flat nose and common round nose pliers, 4 in., 
$11.10 per doz.; 4% in., $11.60; 5 in., $12.20; 5% in., $12.80; 6 in., 
$14.05. Milliners’ pliers, 4's in., $17.20 per doz. Electricians 
pliers, 6 in., $25.55 per doz. |diagonal pliers, 5 in., $22.60; 5% in., 


$24.30; 6 in., $26.55 

Revolvers.—Medium and cheap-priced revolvers are in 
excellent demand and hard to obtain inasmuch as some of 
the manufacturers have shipped not more than 10 per cent 
of orders placed a year ago by the local jobbers. High- 
priced goods are even scarcer and there is considerable talk 
going the rounds of an impending advance by the manufac- 
turers. 

Rivets.—There has been a further advance of 5 per cent 
in local quotations on small rivets, making a total advance 
of 10 per cent within the past fortnight. Small rivets are 
now quoted 30 per cent discount. 

We quote from jobbers’ stocks: Rivets, iron, small, 30 per cent 
discount; structural, full kegs, $6.25 per 100 Ib. base. 

Screws.—A further advance in coach, set and cap screws 
is announced here, amounting to approximately 10 per cent 
in each instance. All kinds of machine screws are scarce, 
but it is only fair to state, however, that one or two houses 
appear to be carrying fairly comfortable supplies. The 
wood screw supply situation appears to be a little easier. 
The demand for the latter is running well ahead of last 
year’s figures. 

We quote from jobbers’ lists: Wood screws, flat head bright, 
72% per cent discount; flat head blued, 72% and 5 per cent 
discount ; round head blued, 70 per cent discount; flat head brass, 
60 per cent discount; round head brass, 57% per cent discount; 
flat head brass plated, 62% per cent discount; round head 
nickeled, 60 per cent discount; flat head galvanized, 5744 per cent 
discount. 

Coach screws, 25 per cent discount; set screws, 40 per cent 
discount; cap screws, hexagon, 35 per cent discount; fillister, 15 
per cent discount; flat and round, 10 per cent discount; iron 
machine screws, 55 per cent discount. 

Shoe Findings.—Retail hardware stocks of taps and 
strips, in some cases at least, evidently are growing small, 
for more buyers are in the loca] market than has been the 
case before in several months. 

Taps.—Men’s light, $1.75 to $2.00 per doz.; medium light, $2.20 
to $2.50; medium heavy, $2.75 to $3.25; heavy, $3.25 to $3.60. 
Women’s light, $1.30 to $1.50 per doz.; medium heavy, $1.55 to 


$1.70. Boys’ medium, $1.90 to $2.25 per doz.; heavy, $2.50. 
Strips.—Hemlock, clean, 60c. to 75c. per Ib.; branded, 50c. to 
55e.; oak, heavy, medium and light, No. 1, 75c. to 90c.; No. 2, 





65e. to T5e. 

Taps.—Local jobbers have advanced their prices on gum 
taps approximately 10 per cent. 

Toys.—After having made two advances in prices this 
year, the A. C. Gilbert Co., New Haven, has withdrawn all 
prices on toys. Notwithstanding the constantly advancing 
prices for toys by this company and others, the local job- 
bers are laying lines to do the largest toy business in the 
history of their organizations. Great stress has been laid 
from time to time on the growing popularity of American 
toys, but few of us appreciate just how fast this American 
industry has been coming along of late years. 

Vises.—Local quotations on solid box vises have been ad- 
vanced since last reports. 


We quote from jobbers’ stocks: Solid box vises, to dealers, 
net list; Columbia, 10 per cent discount. 
Washers.—Lock-washers have been advanced by the 


manufacturers and jobbers alike, but the former’s new list 
is more or less complicated. Heretofore the large manu- 
facturers consuming lock-washers had a buying advantage 
over the jobber, but this practice has been eliminated, and 
in time the retail hardware dealer undoubtedly will gain 
by the new price arrangement. Common washers are be- 
ginning to grow short in spots, although two or three 
houses still have ample supplies on hand. 


We quote from jobbers’ stocks. Cut washers, %-in. and 
smaller, 6c. per Ib.: larger, 5c. per Ib.: cut washers, 200-Ib. kegs, 
list; malleable washers, 12c. per Iv 


Wrenches.—Stilson wrenches have been marked up about 
10 per cent, now being quoted 50 off the list. 


We quote from jobbers’ stocks: Stilson, 50 per cent discount; 
Trimo, 50 and 10 per cent discount; Coes and parts, in full pack- 
ages, 25 and 7% per cent discount; in broken packages, 25 per 
cent discount; drop forged wrenches, 20 per cent discount; West- 
cotts wrenches, new list 19% per cent discount; agricultural 
wrenches, 30 per cent discount 


Twin City Paint Market 


Minneapolis and St. Paul, March 3, 1920 
Paint dealers and jobbers are looking for a heavier sale 
of all kinds of paint and paint materials than they have 
ever experienced before. People have waited so long for 
work of this description that many are forced to go ahead 
regardless of price, which is on the average -higher than it 
has ever been before. Sales at the present time show some 
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signs of increase, although spring business is far from 
being started so far. Prices are ranging at about the same 
as they have for several weeks past, with turpentine and 
white lead showing some slight advance over previous 
quotation. 


Mixed Paint.—Mixed paint continues to sell slowly and ~* 


in smal] quantities. There is no change in price. 

We quote from local jobbers’ stocks: First grade house paint, 
$2.60 per gal.; second grade house paint, $2.30 per gal. 

White Lead.—White lead 
Sales are extremely slow. 

We quote from local jobbers’ stocks: 


kegs, $13.61 per cwt., wit 
and quantity. 


quotations vary somewhat. 


White lead in 100-lb. 
usual differentials for size of package 


Turpentine—Turpentine again shows an advance over 
previous quotation, leaving the market higher than it has 
been before. 


We quote from local jobbers’ stocks: 


Turpentine in barrel lots 
at $2.20% per gallon. 


Shellac.—Shellac continues to sell slowly and in small 
quantities only. There is no change in price. 

We quote from local jobbers’ stocks: White shellac cut 4 lbs. 
to the gallon at $5.50 per gallon in barrel lots and orange shellac 


at $5.25 per gallon in barrel lots. 


Linseed Oil.—There has been no change in the price of 
linseed oil and sales are at a low point. Small quantities 
only are being sold at a time. 

We auote from local jobbers’ stocks: Linseed oil in barrel lots, 
boiled, $1.90 per gal.; in barrel lots, raw, $1.88 per gal. 

Denatured Alcohol.—Sales are still running good on de- 
natured alcohol as the cold weather still continues here. 
There has been no change in price. 


We quote from local jobbers’ 
barrel lots at 80c. per gallon. 


stocks: Denatured alcohol in 
Steel Wool.—Steel wool still continues scarce and hard 
to obtain. Sales are not running very heavy as yet in this 
line. 
We quote from local jobbers’ stocks: 
packages, $1.56 per Ib.: 
per Ib.; 


No. 00 steel wool in 1-lb. 
No. 0 steel wool in 1-lb. packages, 96c. 
No. 1 steel wool in 1-lb. packages, 70c. per Ib. 


Paint material prices as quoted 


Animal, Fish and Vege- 

table Oils— 

Linseed, Raw, Carload 
lots Semis Sin 
City, five-bbl. lots... . 

Out-of-town, five-bbl. 
lots and over 1.79@— 
Boiled, 2¢ gal. advance os 
Raw. 


$.17@— 


1 s2@— Gilders 


Ex. Gilders 11.80 
Patty Commercial— 
Commercial, 120 Ib. 
tubs .. 5b os use 2.75@— 
Pure, tubs ....ccccccee 4.50@— 
In 1 Ib. to 5 Ib. tins. ..6.00@7.35 
Spirits Turpentine— 


® gal. 
Dole... 2.0. 2.05 @— 


1.15@1.20 
eeccecce 1.20@1.25 


1.40 


Lard, prime, winter, edible in 
bbls., per gal $2.10@— 
Cotton seed, Crude 
f.o.b. mill 
Yellow Summer 
Prime, bbl. .. 
Tallow, Acidless 
lots in bbl. 
Menhaden 
Northern Crude 
Southern f.o.b. Frac- 


-17.50@18.00 


$18.50@19.30 In Machine 


.$1.52@— Gum Shellac— 


Diamond I nominal 
Fine Orange nominal 
Medium Orange ..+ nominal 
A. O. Garmet.......200, 1.80@1.35 
White Bleached Button . Nominal 
Winter Kala Button nominal 
Cocoanut Ceylon do- T. N. 1.40@1.50 
mestic, bbl. per Ib....18@18% Vs. somine) 

Cochin Imported, spot. ..19@— 

Colors in Oil— 


Domestic, bbl. 
® lb. 
Black, Lamp 40@45 


Cod, Domestic, Prime. .$1.16@- 
Newfoundland, in bbl...1.12@ 

Black, Coach, Japan... 28@40 
Black in oil 


Corn, Refined, bbl., 100 
Ib vente ; .. .21,56@- 
Porpoise body 1.244@— Drop Black 
Olive denatured 2.90@3.00 Blue, Chinese 
Neatsfoot, Prime....... 1.75@— Blue, Prussian 
Palm, Lagos, spot per Ib., Blue, Ultramarine 
French Ochre 
Green, Chrome, 


15% @16 
bbl., Ib....18%@18% 
Green, Paris 
Indian Red 


Venetian Red 
Sienna Burnt 


Yellow Bleached... 


Soya Bean, 


Miscellaneous— 


Barytes : 


White, Foreign, 
e 


Umber, Burnt 
Chrome Yellow 
White and Red Lead, 
&e.— 
Cents ® Ib. 


Teed. American White 
Dry see's 10% @11 


@ ton nominal 
ton nominal 


18 5B ae.00 
8.50@ 20.00 


Hardware Age 


Cleveland Paint Market 


Office of HARDWARE AGz, 
CLEVELAND, March 8. 


The demand for paints and varnishes has improved. Re- 
tailers are stocking up in anticipation of a very heavy 
season’s business. Prices on mixed paints have not been 
advanced for some time and manufacturers are disposed 
to keep prices at present levels unless an advance is abso- 
lutely necessary. They state that the cost of manufactur- 
ing paint has increased recently because of high prices that 
are ruling on pig lead, white lead and oxide of zinc, and 
that other ingredients are still very high. Consequently a 
price advance is not improbable. Recent price advances by 
several leading manufacturers of varnishes range from 50 
to 75 cents per gallon. . : 

Jobbers quote best grades of mixed paint at $4 per gal. 
for colors and $4.25 for white. 

Linseed Oil.—The demand for linseed oil has improved 
and prices are very firm and unchanged. Some crushers 
are taking carload orders for May delivery at 10c. less than 
March and April prices. Jobbers quote linseed oil at $2.05 
per gal. for raw oil and $2.07 for boiled oil. 

Turpentine.—Turpentine has again advanced sharply, the 
present price breaking former price records. Because of 
the high prices, substitutes are being sold quite freely. 

Jobbers quote turpentine at $2.31 per gal. in barre! lots. 

White Lead.—The demand for white lead is active and 
the price has advanced 1c. to a pound. 

Jobbers quote best quality white lead at 15%%c. per lb. 
in 100-lb. kegs. 

Japalac.—A price advance of 50c. per gal. has been made 
to the list price on japalac, this amounting to approximate- 
ly a 10 per cent advance. 

Jobbers quote Japalac at 33 1/3 per cent off list. 

Paint Brushes.—A number of brush manufacturers are 
sold up until August and are taking orders subject to prices 
prevailing at time of shipment. Prices were recently ad- 
vanced from 10 to 15 per cent and whatever goods the 
makers have in stock are sold at this advance. 


in New York March 


In Oil White, 
500 Ib., per 100 


11, 1920 


Carmine, No. 40, bulk. ..5.20@5.50 
Green, Ohrome, ordinary 


less than 

Ib. 202. +15.580 
7@15 
389@50 
40@50 


.13.95 


Metallic Paint, @ ton. 
B eee 82.00@36.00 
85.00@40.00 
Ochre, Medium, ® ton.30.00@40.00 
American Golden, ® 1b.24%@— 
Foreign, Golden ® ™..4%@8% 
French 
Orange, Mineral English, 
nominal 
nominal 
15% @16% 


Carload, minimum, 15 tons, 
per 100 Ib 
Litharge, American, powdered, 
Steel Kegs, per 100 Ib 


15.50 


13.95 
13.61 


500 lb. up to 2000 Ib.... 

,2000 Ib. up to 10,000 Ib. French 
American 

Red, Indian 
American, @ 100 I....14@16 


Ked, Tuscan 


10,000 Ib. up to 30,000 Ib., 
per 100 lb : 18.12 
Carload, minimum, 15 tons. 
12.98 


Rose Pink 
Sienna, Italian, burnt 
and powdered 
Burnt lump 
Italian, Raw, pow- 
dered -9@14 
American, Raw ........2%@3 
¢American, Burnt and pow- 
dere Ey 
Tale, French nominal 
American, per ton. .$20.00@40.00 
Italian nominal 


Zine, Dry— 
Red Seal (French proc.) 


11%@11% 
Green 81, (French proc.) e 


12 12 
White 81. (French proc.) 6O19% 
13% @18% 
American Process. 
5p.c. lead sulphate..9 @9% 
10 p.c. lead sulphate. .8 
20 p.c¢. lead sulphate... 
35 p.c. lead sulphate.. 


Dry Colors— 
Black, Carbon Gas 
Black, 

Black, 
Black, 
Black, I 
Mineral 


#® 100 M. .nominal 

! 100 Ib. .nominal 

American, # 100 Ib. No. 1, 
1.25@— 

American, ¥#, 100 Ib. No. 2, 
1,00 


Umber, Turkey, Burnt 
and powdered 
Raw and powdered 
Burnt, American 
Raw lumps 
Raw 


85.00@45.00 
Blue, Celestial 12@25 
Blue, Chinese 90@ 
Blue, Prussian, Domestic 
Blue, 
Blue, Soluble . ‘ 
Blue, Ultramarine, bbl. .1! 
Brown, Spanish, high 

grades, per ton 

— Spanish, low 


Yellow, Chrome, Pure 

Oxide Red, Domestic, 
copperas in casks 

Vermilion, Quick Silver 
English .. “i 1.5 
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New York Cutlery Market 


Office of HARDWARE AGE, 
New York, March 8, 1920. 

“HE local cutlery situation is characterized by a very 
T keen scarcity in many items, particularly pocket knives, 
and both manicure and small embroidery scissors. Local 
jobbers cannot get enough goods to meet the demands that 
they are continually receiving. On most of the small 
scissors that are at present being sold theye has been some 
amount of complaint on the part of dealers to the effect 
that the workmanship and general quality is not good 
enough to warrant the prices demanded. This same sort 
of complaint has been heard about pocket knives. Manu- 
facturers say that the demands are so excessive and the 
labor situation so acute that it is almost physically impos- 
sible to improve the quality as fast as many dealers seem 
to expect, and at the same time keep up the quantity 
production that is demanded by both domestic and foreign 
markets. 

A small amount of foreign cutlery is being sold in this 
city. Most of it comes from Japan, Germany and England. 
The Japanese cutlery that is being exhibited is of very 
inferior workmanship for the most part. The German 
articles are much better, but far below the pre-war ship- 
ments that were sold in this market five or six years ago. 
The English goods are of good quality, but small in quan- 
tity. 

A good deal of buying interest is developing for putty, 
scraping, and paper hanging knives as the spring paint and 
building season approaches. 


Paper Hangers’ Knives.—Forged steel blade, 3% in. long, 
1% in. wide, polished maple handle, 1 doz. in box; round, 
$4.37 per doz.; square, same, $4.37 per doz. Forged steel 
blade, taper rolled, 3% in. long, 1% in. wide, square point, 
polished maple handle, $5.70 per doz. 


Putty Knives.—Polished steel blade, 1% in., brass ferrule, 
stained cherry handle, 1 doz. in box, $1 per doz. Forged 
steel blade, tempered, cocobolo handle, 3 rivets in handle, 
metal bolster, stiff blade, 1% in. long, $5.20 per doz.; 2-in. 
blade, $7.15 per doz. Flexible blade, 1% in. long, $5.85 per 
doz.; 2-in. blade, $7.80 per doz. 


Scraping Knives.—Saw steel blade, 3% in. long, 2 rivets, 
hardwood handles, $1.10 per doz. Russell scraping knives, 
forged steel blade, cocobolo handle, lap bolster, riveted, 
warranted, 3-in. blade, $9.20 per doz.; 4-in. blade, $12.08 
per doz. 


Jack Knives—There is a very large demand for both 
jack and pen knives, and jobbers find it almost impossible to 
satisfy dealers’ orders because of limited stocks on hand and 
the difficulty of getting additional supplies. 

Standard American 2-bladed jack-knife, 3% in. in length, 
stag handles, brass lined, electro silver shield, 2 steel 
bolsters, no cap, $11.50 per doz., with a discount of 5 per 
cent for dozen lots or more. American jack-knife, 3% in. 
long, stag handle, electro silver bolsters and shield, brass 
lined, 1 pen blade and 1 large clip, polished blade, $12 per 
doz., 5 per cent discount box lots. “Bon” jack knife, 2 
blades, polished celluloid handle coverings, steel lined, 3 
brass rivets in handle, polished back, $4 per doz. Two-bladed 
pen knife, standard size, black fiber handles, brass lined, 
steel rivets in handles, $4 per doz. 

Boy Scout Knives.—Standard pattern, stag handles, brass 
lined, electro silver shield and shackle, contains punch cap 
opener, cap lifter, screw driver and 1 large polished blade, 
3% in. long, $18.53 per doz., with a discount of 5 per cent 
for box lots. 


Butcher Knives.—Crucible steel blade, extra finish, coco- 
bolo handle, 3 brass rivets and burrs; 6-in., $4 per doz.; 
7-in., $5 per doz.; 8-in., $6 per doz. High-grade steel blade, 
scale tang, beech handle, 6-in., $2.75 per doz.; 7-in., $3.50 
per doz.; 8-in., $4 per doz.; 10-in., $7 per doz. 


Kitchen Knives.—Tempered steel blades, full polished, 
assorted styles, with enameled handles, $1 per doz. Forged 
steel blades, assorted styles, ebonized handles, $1.20 per 
doz.; crucible steel blades, 3%-in., assorted cocobolo, box- 
— and ebony handles, brass rivets and burrs, $2.75 per 
02. 


Scissors and Shears.—The demand for both steel scissors 
and shears has fallen off somewhat since the recent ad- 
vances, it is reported. 
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Trimmers.—Japanned handles, 6-in., $11.58 per doz.; 8-in., 
$14.53 per doz.; 10-in., $22.37 per doz. Nickel plated trim- 
mers, No. 136, 6-in., $13.58 per doz.; No. 138, 8-in., $17.16 
per doz.; No. 130, 10-in., $26.63 per doz. 

Manicure Scissors.—No. 573%, $17.20 per doz.; No. 574%, 
$18.15 per doz. 


Nail Scissors.—No. 663%, $17.20 per doz. 


Ladies’ Oval Pattern Scissors.—Three-in., $11.17 per doz.; 
5-in., $13.17 per doz.; 6-in., $14.63 per doz. 

Flat Pattern Ladies’ Scissors.—Five-in., $12.63 per doz.; 
6-in., $13.58 per doz. 


Pocket Scissors.—Three and one-half in., $12.10 per doz.; 
{-in., $12.63 per doz. 

Carving Sets.—Set consisting of knife, fork and steel, 
8-in., forged steel blade, polished stag handle, $3.25 per set. 
Three-piece set, 8-in., forged steel blade, genuine stag han- 
dles, sterling silver ferrules, $5.35 per set. Three-piece set, 
9-in., forged steel blade, genuine stag, fancy sterling silver 
bolster, $7 per set. 

Table Knives and Forks.—Tempered steel blades, full 
tang, 3 rivets, no bolster, white bone handle, 4 prongs, $1.90 
per doz. pieces. Polished tempered steel blade metal cap 
and bolster, ebony handle, 4 pronged fork, $3.25 per doz. 
pieces. Forged steel blade, celluloid handle, solid bolster 
highly polished, $6.25 per doz. pieces. 

Razors.—Old style open blade type, with rubber handles, 


full hollow ground, %-in., %-in., %-in., $21 per doz. Three- 
quarter hollow ‘ground, n., %-in., %-in., $18 per doz. 


Half hollow ground, %-in., %4in., %-in., $14 per doz. 


Chicago Cutlery Market 


Office of HARDWARE AGE, 
March 3, 1920. ~ 

The cutlery market continues to be very active and all 
prices are held firm. Jobbers are out of stock on a great 
many items and are finding it very difficult to get deliveries 
from manufacturers. Prices on Brown & Sharpe clippers 
have not changed, but other manufacturers have advanced 
their prices about ten per cent. 


CHICAGO, 


Jack Knives.—American 
Knives, length 3%, in 
Above are 
bolsters and no cap. 


two-blade Standard 
, Stag or wood handles 
lined and black 


gauge 
$7.25 per 
inside, 


pocket 
doz., f.0.b. 


Chicago. with 


steel steel 

Length, 3% in., 
Chicago. 
and 


stag or wood handles, $12.00 per doz., 
Above are brass lined with nickel silve1 
shields and clean inside. 


stag or wood handles, $18.00 per doz., f.o.b. 


s Above have two cutting blades and one patented punch 
They are brass lined with nickel silver bolsters, caps and 


f.0.b. 


bolsters, caps 


Length, 3% in., 
Chicago. 
blade. 
shields. 

Length, 3% in., stag handles. “‘Boy Scout” pattern. $19.80 per 
doz., f.o.b. Chicago Above have one cutting blade, one patented 
punch blade, one can opener blade and one combination screw- 
driver and bottle cap opener blade All prices are net. 


Butcher Knives.—Standard beech 
butcher knive “fully guaranteed.” 
rivets in handles, 6-in., $4.65 per doz.; 
$6.50 per doz. All prices net, f.o.b. 
kitchen knives, $1 to $2.50 per doz., 


handle 
Three 


\merican made 
brass saw screw 
7-in., 35> per doz.; 8-in., 
Chicago. Standard pattern 
net f.0.b. Chicago 


Hand Toilet Clippers.—Brown & Sharpe clippers, 
and No. 1, $5.00 per pair list; No. 2, $5.50 per 
$6.00 per pair iist; less discount of 25 per cent. 
toilet clippers, per pair net, $1.95 
No. 1, $2.40 per pair net; 
per pair net, 


Nos. 00, 0 
pair list; No. 3, 
Coates Khedive 
5. Coates Success Toilet Clipper 
No. 0, $2.55 per pair net; No. 00, $2.70 


Razors.—Old style open blade type, with rubber handle, full 
hollow ground, ™%-in., %-in., %-in., $21 per doz., net f.o.b. Chi- 
cago. Three-quarter hollow ground, %-in., %-in., %-in., $18 per 
doz., net f.0.b. Chicago. Half hollow ground, %-in., %-in., %-in., 
$14 per doz., net f.0.b. Chicago. 


Safety Razors.—Gillette Standard and vest pocket edition, list 
$60 per doz. 


Auto-strop standard and army edition 
takes a discount of 25 per cent, f.o.b. 

Extra blades for above, 6's, 50c., and 12’s, $1, 
discount per package. 

Gem Damaskene safet'y razors, 1 doz. lots, $8.40 per doz., net, 
fo.b. Chicago; 3 doz. lots, $8 per doz., net, f.o.b. Chicago; 12 
doz. lots, $7.50 per doz., net, f.o.b. Chicago. Gem extra blades, 
lots of 1 doz. packages, $4.20 per doz. packages; 12 doz. packages, 
$2.84 per doz. packages; 36 doz. packages, $3.60 per doz. packages. 

fiver Ready safety razors, 1 doz. lots, $8.40 per doz. net, f.o.b 
Chicago: 3 doz. lots, $8 per doz., net, f.o.b. Chicago. Ever Ready 
extra blades, standard package of 6 blades, lots of 1 doz. pack- 
ages, $3.36 per doz. packages; per card of 2 doz. packages, $6.72 
per doz.; lots of 5 cards in one shipment, $6.24 per card. 


list $60 per doz 
Chicago 


Above 


less 25 per cent 
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Jones and His Single Column Ads—Commotion Caused by ‘‘Blank Ad’’— 
Good Ads on Lighting Fixtures and Vacuum Sweepers—Other 
Strong Announcements by Hardware Men 


By Burt J. Paris 


A Word on Lighting Fixtures 


This ad appeared in the current 
number of “Dep’s Pep,” the store 


paper published monthly by the J. G. E i = = = — = : . 
DePrez Co., Shelbyville, Ind. We be- 3 (Ut ee 
lieve that for lighting fixtures of the 2 ; , 2 : 


newer type there is a bright future.  — — 

The day when the dining-room “dome” = OLA a 

was the piece de resistance of the ; JT 

flat hunter is passing slowly but surely : \ Rl y/} 

away. Home owners and builders are : \ 

seeing that indirect lighting, as repre- 2 ‘ Wp Yj AT THE J. G. DEPREZ 

sented by the newer fixtures, is here : 0O.’8 BIG BUSY STORE 

to stay because it is superior both in = 

beauty of fitments and in excellence z A most complete display of electric light fixtures in our fix- 

of lighting. = ture department. We can fit you out with fixtures for any 
The home owner is changing his old f room or for any purpose. 

fixtures for these handsomer and more ELECTRIO LIGHT FIXTURES AT 

effective types and apartment houses : 

of the better class are doing away with 

the antiquated fixtures and adopting a $2.00 and Up to $40.00 

the modern indirect lighting. There- 

fore, there are great sales possibili- 

ties in consistently featuring these 


newer type fixtures. Let us see some E ELECTRIC 


more of these fixture ads. 
Y y 
Jones and His Column Ads = LIGHT 
BULBS 


Gentlemen, meet Jones the hardware 
man of Peru, Fulton and Mexico, In- 
diana. Jones is strong for the single You will have plenty of light if 
column ad and judging by the looks you use our National Masda Light 
of these three Jones ads, the single Bulbs. Electrie Light Bulbs in ev- 
column ad is strong for Jones. ory size. 

These ads are certainly unusual in 
typographic treatment. No one is 
going to confuse them with Smith’s WE CARRY ALL THE ELECTRICAL SUPPLIES 
ads or Brown’s ads. In most cases, FOR HOUSE WIRING 
Jones ties up his name with the head- 
ing proper, which makes a strong 
lead-off, for it is always connectin . 
tho atene OF the fii Masti wits the ene eee Ghelhyville’s Greatest Store 
article or argument presented, which ' 
idea is rarely worked out by retail SMR) iL RR 
advertisers who have a habit of run- 6—Lighting fixtures should be advertised consistently 
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give these ads a very strong display 
—these ads simply can’t be buried, no 


The cooker ad shows the ordinary 


ning their names at top and bottom 
way in which the firm name at the 


of their ads. 


 , 

Jones 
Lawn 

Mowers 


There is a distinct pleas- 
ure attached to owning a 
yood Lawn Mower—the 
pleasure of pushing a grass 
cutter that nips the grass 
off in a clean business-like 
manner, and does it with 
the Jeast physical exertion 
on the part of the operator. 


We've known _ our ‘ma- 
chines for years—know the 
quality of service they’ve 
given others and the ser- 
vice ahd wear they will give 
you. 

.The FEDERAL the 
NEW DEPARTURE, the 
SURPRISE, the ECLIPSE. 
Any. of these four makes cf 
machines will give a better 
idea of .what a perfect 
— Mower should be 
than any machine you've 
ever owned. 

_ Come in and examine our 
line; then you'll realize why 
we believe in them as we 
do. All prices up to $16.75 

WE PREFER SELLING 
MORE MERCHANDISE 
FOR ‘LESS TO ‘SELLING 
LESS MERCHANDISE 
FOR MORE. 


Jones’ 


Phone 154. 


Hardware 


Peru Fuiton Mesico 


top of the ad is used, and it is not 
nearly as effective as tying up the 
name with the heading proper, which 
should be done. 

The big type and black border help 


JN 


CURE FOR 


Back-Ache 


That Monday morning 
““BACK ACHE’’ may well 
be spelled WASH-BOARD 
And the washboard is a harm 
less piece of Monday morn- 
ing kitchen or back porch 
“‘furniture’’ too. It stays 
wherever you put it likewise 
it never makes any effort to 
lighten your washing task. 
You, lady and you-enly doit 
all-Rub ! Rub- Rub! Jones 

} offer you SIX solutions for 
your wash-day problems. 
Four machines for wash- 
ing clothes, anyone of which 
‘actually will eliminate that 
Monday ‘'Back ache.’’ You 
owe it to yourself— your 
family—Your own health to 
let a machine do-your wash- 
ing. Let us show you how 

Perfect open Washer 

‘1900’ Grayity washer 

Wonder Washer 

Vacuum ‘Big 3’ washer 

Tub and bench wringer. 

Vacuum Stompers—Gal- 
vanized Tubs. 


And a hearty desire that 
your Washday burden be 
made lighter. 


JONES’ 


HARDWARE 


Peru — Fulton — Mexico 
Phone 74 


Jones’ 


ee ee a 


Don’t Burn Up 
Your Dollars! 


Cut down your fuel bills. 
You can do it with a 


Perfect Gem 
Kooker 


The most efficient and 
economical top oven possi- 
ble. Bakes bread, pies, 
cakes, biscuits, etc., thor- 
oughly, browning evenly 
top and bottom. Roasts to 
perfection on single burner 
of any gas or oil stove at a 
big saving in fuel. 

An equalizer in the Per- 
fect Gem Kooker—evenly 
distributes the heat—saves 
stirring and prevents 
scorching of -food when boil 
ing, preserving or frying. 
Makes delicious toast. 

The Perfect Gem Kooker 
is approved by GOOD 
HOUSEKEEPING _INSTI- 
TUTE and leading Domes- 
tic Science experts. Come 
in and see this wonderful 
oven. 


Jones’ 


Hardware 


Peru Fullon Menico 
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“MASTER OF 
HOUSEHOLD TASKS” 


The Ohio-Tuec Electric 
Cleaner in Your Home will 
reveal that your house is 
not:as clean as you think. 
Its powerful suction draws 
the dirt aut — it does not 
beat the dirt in as with 
broom or carpet sweeper. 
You are entitled to own an Ohio- 
Tuec and our easy purchase plan 
removes the first cost difficulty. 
Phone for free demonstratio~ 











Telephone 23. 


Z 
= 
= 
: 
= 


Of Interest 
To You 


We are pleased to an- 
nounce to the ladies of 
South Milwaukee that we 
are now the local repre. 
sentatives of the United 
Electric Co. of Canton, 
Ohio, manufacturers of the 
well known “Ohio-Tuec” 
Electric Cleaner. 

It will be our purpose to 
not only render service to 
those who are already us- 
ers of this cleaner, but to 
widen the circle of satisfied 
users. 

Self-interest should 
prompt you to look into 
the merits of the “Ohio- 
Tuec” Electric Cleaner and 
it will be a pleasure for us 
to demonstrate its qualities 
to you. 


THE STORE FOR MT VAND SERVICE 
900 Milwaukee Avenue. 
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Hardware Age 


matter where the make-up man places 
them. 

Note the original twist to the washer 
ad. This is sure to create interest in 
the minds of those who know Jones 
as a hardware man. 

The text of these Jones ads is well 
worth your persual. There’s “pep” in 
every line. 

In sending us these ads, Mr. Rus- 
sell H. Jones, adman for the firm, tells 
us that as he has derived beneficia] 
suggestions here from other hardware 
men, he feels it is up to him to pass 
along his ideas on the basis of true 
reciprocity. That’s the true hardware 
man’s spirit, Mr. Jones. 


A Finely Displayed Ad 


It’s a joy to look upon this finely 
arranged ad sent us by the Walter 
Hardware Co., South Milwaukee, Wis. 
A neat border, cle:n,cut illustration, 
national trade-mark, a firm name cut 
of exceptional attractiveness and cor- 
rect typesetting make this an ad that 
instantly draws one’s attention. The 
panel, also, contributes a whole lot 
to the strength of the display. The 
ad is both an announcement and a 
presentation, and each division of 
appeal is handled in first-class shape. 
We are going to show you some more 
of these forceful Walter’s ads. 

In sending us this ad, W. H. Walter, 
of the firm, says: “Here are some of 
our ads which we want given the once 
over. A periodical diagnosis won’t do 
any harm, so let us hear the worst, 
Doc. Your criticisms are helpful and 
make it possible for the writer to pro- 
duce better copy.” Your sentiments 
are appreciated, Mr. Walter, and may- 
be some of these days we'll have to 
“shoot up” one of your ads, but not 
this one—we haven’t a chance to get 
out our anvil and hammer this time. 
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The Boosters’ Smoker 


The Hardware Boosters held their second annual 
smoker March 1 at “The Leslie,” Eighty-third Street 
and Broadway, New York, at which more than 450 
dealers, salesmen, manufacturers, jobbers and hardware 
clerks attended. As an indication of the cuccess of the 
smoker it was announced that several new applications 
for membership had been received by C. C. Dietrich, 
secretary of the Boosters, which will be acted on at 
the next meeting, to be held at the Hardware Club 
March 27. 

Most of the success achieved by the Boosters at their 
second annual smoker is largely due to the efforts of 
R. W. Scobell, chairman of the entertainment committee, 
who made most of the arrangements. He was assisted 
by C. K. Golden, B. C. Randolph, L. H. Johnson, C. 
Pincus, M. Dworetz, W. J. Graham, H. R. Conner, Harry 
Ott and Harvey Bronner. 

W. J. Graham, chairman of the membership commit- 
tee, was the official announcer. Refreshments were 
served during the entertainment and every member at 
the smoker felt that he was enjoying an exceptional 
get-together. These affairs are doing much for metro- 
politan hardware dealers. 


‘in New York at 200 Fifth Avenue. 
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' Wm. J. McCurdy Dead 


WILLIAM J. McCurpy died recently at his home in New 
Brunswick, N. J., at the age of 58 years. He was presi- 
dent of the Neverslip Horse Shoe Calk Company until it 
was taken over by the Manufacturers’ Iron and Steel Com- 
pany, of which he was vice-president and general manager. 
He was a director of the New Brunswick Fire Insurance 
Company and served five years as president of the New 
Brunswick Board of Trade. During the war Mr. Mc- 
Curdy was chairman of the Horseshoe Committee of the 
War Industries Board. 


Have Permanent Offices 


James S. Lehren, sales manager, Wolverine Manufac- 
turing Company, has established permanent sales offices 
The Wolverine 
Manufacturing Company is the manufacturer of the 
“Sandy Andy” toys, which line embraces many auto- 
matic toys and novelties. A large display will be on 
exhibition continually at the New York office. The 
feature of the “Sandy Andy” automatic toys is that 
they are operated on the weight and gravity principle, 
have lock-joint construction and appeal to the mechan- 
ical ingenuity of children. 


, 
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Distinctive 
Serviceable 
Convenient 


These three words sum up the fore- 
most points of the National 27, 
Garage Door Latch. 


Distinctive—Enough unlike other 
latches as to lend an air of dignity to 
the door of the humblest garage, 
consequently sought by purchasers 
who also desire a latch that is 


Serviceable—without being ugly. 
The worst weather can’t injure a 
National No. 27 Garage Door Latch. 
Its serviceability is enhanced by the 
fact that it can be used either on a 
Right or Left hand door, as there is 
a handle for both sides of the door. 
This also makes it 


Convenient—for the Hardware Deal- 
er and the customer. Packed in the 
National way one complete Latch 
with screws, in an individual box— 
packed one dozen in a case. This 
prevents loss to the dealer through 

No. 27 Garage Door Latch marred goods and insures customer 
satisfaction because—everything is 
there. 


Finished in Japan, Dead Black Japan, Sherardized and Dead Black 
Japan, Sherardized and plated any finish. For quick sales, pleased cus- 
tomers and a liberal profit—stock the National. 











We supply the Dealer direct. 
Send for Complete Catalog of Builders’ Hardware. 


National Mfg. Company 


Sterling, Illinois 
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Products Being Placed on the Market by Hardware Manufacturers 


New Toy Dishes 


The Wolverine Manufacturing 
Company, 200 Fifth Avenue, New 
York, has recently placed on the mar- 
ket some new toy dishes made of 
metal, but having china designs on 
white enamel. The feature of these 
miniature dishes is that they are un- 
breakable. The designs are similar to 
those found on the best china and they 

















thus appeal to children very strongly 
because “they are the same _ that 
mother has.” 

The size of these sets as well as 
the size of the dishes and platters 
are well assorted, and there is also a 
variety of designs to choose from. 
Sets are packed and shipped accord- 
ing to requirements. 


Billy Buster Flyer 

The Wilder Mfg. Co. of St. Louis, 
Mo., has patented a new design in a 
steering head for a wheeled coaster 
and uses it on their Billy Buster Flyer 
coaster. It is made by using two heavy 
dowels connecting the steering handle 
with the axle and a kingpin in the 
center on which the bolster turns, 


making a strong and well-constructed 
article. Another patented feature is a 
stabilizer that keeps the front wheels 
in perfect alignment, enabling the 
child to fall on the coaster as he would 
a sled and starting same without the 
fear of a spill which would occur with 
the ordinary coaster. The new crea- 
tion gives the child all the thrills and 
excitement of the sled only it can be 
used in both winter and summer. It 
is made of well seasoned wood, fin- 
ished in blue enamel with red trim- 
mings with 4%-in. maple wheels paint- 
ed red with rubber-tire effect. There 
are two sizes, 30 and 33 in. long, with 
either plain or ball bearing wheels. 
The ball bearing wheels are self- 
containing, which gives great resili- 
ency and flexibility and also acts as a 
shock absorber on rough or uneven 
sidewalks. 


Universal Vacuum Cleaner 


Landers, Frary and Clark, New 
Britain, Conn., has recently placed on 
the market a new vacuum cleaner 
known as the “Universal Vacuum 
Cleaner.” The manufacturers claim 
that this cleaner was designed and 
constructed with especial care, and 
have added to it several features of 
notable practical utility. 

It is claimed that the volume of 
air is sufficient in this cleaner to 
gather up all the dust and dirt par- 
ticles. There are, however, pieces of 
thread and lint which become attached 
to the carpet and are not easily re- 
moved. For detaching these so that 
the air can take them to the bag, 
there is a gear driven brush which 
works easily without danger, it is 
claimed without injuring the most 
delicate fabric of the carpet. 

The grip on the handle is a pistol 
grip which gives a firm hold on the 
handle. The switch is conveniently 
located with perfect control of the 
motor at all times. The cord is a 20 
feet flexible electric light cord with 
socket plug attachment. The dust 
bag is specially selected satin finished 
fabric lined with extra heavy metal. 
The suction hose attachment has an 
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extra large connection direct to the 
center of the fan. The nozzle is 12 
inches wide and is adjusted to the 
proper distance from the floor for 
the most efficient work. The fan is 
of solid cast aluminum, with six 
special designed plates insuring a 
large volume of air. 

The motor is the Universal horizon- 
tal type, self oiling with dust proof 
bearings, operating on either alter- 
nating or direct current. It is claimed 
to have perfect balance, and is in- 
closed in heavy housing sufficiently 
ventilated to insure proper working 
temperature. Large rubber tired 
casters prevent injury to polished 
floors, and a buffer prevents the mar- 
ring of furniture. The Universal 
Vacuum Cleaner has six attach- 
ments, which are as follows: 8 foot 
web covered hose 1% in., 30 in. ex- 
tension tube, 7 in. drapery nozzle, 
holiow clothing brush, blower nozzle, 
connector tube. 


Hendricks’,Commercial Reg- 
ister for Buyers and Sellers 


The 28th annual edition of “Hen- 
dricks’ Commercial Register of the 
United States for Buyers and Sellers 
for 1920” has just been published 
after having .been delayed for two 
months by the strike of the printers 
in New York. It is published by the 
S. E. Hendricks Company, 2 West 
Thirteenth Street, New York. The 
new edition contains several improve- 
ments, the most noticeable being the 
new method of exterior indexing by 
coloring the front edge red, white and 
blue to indicate the different main sec- 
tions of the book. There are 1813 
pages listing more than 18,000 differ- 
ent products connected with electrical, 
engineering, hardware, iron, mechan- 
ical, mill, mining, quarrying, chemical, 
railroad, steel, architectural, contract- 
ing and kindred industries, and the 
firms listed cover producers, manufac- 
turers, dealers and consumers. 

This book is of inestimable value to 
all buyers and sellers, both large and 
small. 
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“The Hen That Tes 
Laid Golden Eggs” 


may be a myth, but the idea appeals and the “woods” 





are full of people out hunting for just that kind of a Ni2o7 a 
chicken. Ser 


Following this line of thought, thousands of Jack-the- 
Hardware-Merchants have climbed the beanstalk of “Customer 
Satisfaction” and feathered their nests with the “down of profit” Ks 
that comes from that modern “hen-that-lays-the-golden-eggs,” door- 
way convenience, service and economy. 


SCidetit 
GARAGE DOOR HARDWARE 


SELLS ITSELF 





Every garage owner who sees “Slidetite” Garage Door Hardware in 
use, wants it on his garage. It needs only to be demonstrated to be desired. 


Simple to install. Easy to operate. Doors can’t sag. Close weather- 
tight. Don’t need locks or holders to keep them from blowing shut. Make 
an attractive and convenient doorway. 


If you now sell “Slidetite,” you know that it is the last word in Garage 
Door Hardware. If you do not now sell “Slidetite,” you owe it to your- 
self to find out about it. 
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Folding Steel Stool 


A folding steel stool especially suit- 
able for summer use is being mar- 
keted by The Bailey-Drake Company, 
Inc., 1120 Michigan Avenue, Chicago, 
Ill. It is especially suited for auto- 
mobiling, fishing, boating, camping, 
etc. It is an extra seat that can be 

















Folding Steel Stool 


added or removed in a moment. It 
is known as the Boko Folding Steel 
Stool. 

It has the features of being light, 
strong and durable, and folds flat 
into a space of 7% x 10 inches. It 
has an all-steel frame with a heavy 
canvas seat, and weighs two pounds. 


Tirrill Headlight Regulator 


We show herewith an illustration 
of the Tirrill headlight regulator with 
cover removed to show its construc- 
tion. It is manufactured by The 
Clamert Manufacturing Company, 
Pittsburgh, Pa. 

Position “A” of the regulating 
handle gives the minimum light and 
“C” the maximum light. The flexible 
“no-glare” stop “F” is adjusted and 
set at the highest no-glare position 
allowed by the authorities in the 

















Tirrill Headlight Regulator 


locality where the regulator is used, 
thus making it convenient for the 
driver to dim the lights to this point 
instantly. 

The flexible stop “F” may be lifted, 
permitting the handle to move down 
to “standing” dim. This spring is 
lifted automatically as the handle is 
moved upward. 

This Tirrill regulator is guaranteed 
for the life. of the car on which it 
may be installed and its simple ad- 
justment makes it legal wherever 
anti-glare legislation has been 
adopted. Installation of this regula- 
tor does not, it is claimed, interfere 
with the lighting system of a ear. 
Clear lenses and polished reflectors 
are used with the lights so tilted that 
no part of the projected beam extends 
above the level of the lamps them- 
selves. Furthermore, it affords eight 
degrees of intensity between the min- 
imum “standing” light and the max- 
imum penetrating driving beam which 
is so essential for driving on country 
roads. 


Balcrank Stabalizer 


The Balcrank Stabalizer is a new 
steering device for Fords and other 
light cars put out by The Cincinnati 
Ball Crank Company. 

This device it is claimed holds the 
front wheels in perfect alignment and 
does away with the wobbly motion 
characteristic of the wheels. of most 
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light cars. It prevents this constant 
jarring and jolting from reaching the 
steering wheel, thus relieving the 
arms and shoulders of the driver from 
the strain heretofore attendant upon 
driving. 

The lessening of road friction also 
saves tires and increases the safety of 
driving. 

The Balcrank Stabalizer is attached 
to the tie rod and the front axle. A 
car can be equipped in about ten 
minutes it is stated with a monkey 
wrench and a pair of pliers. 

Balcrank Stabalizers are made by 
The Cincinnati Ball Crank Company, 
North Street, Oakley, Cincinnati, 
Ohio. 


Apco Valve Grinder 


The Apco Manufacturing Company 
of Providence, R. I., has brought out 
a new valve grinder for Ford cars 
that will appeal to both the expert 
repairman and the owner who does 
his own repairs. 

It is claimed that it possesses sev- 
eral features not found on any other 
grinder at present on the market and 





among these might be mentioned the 
following. 

In grinding valves the Apco Grind- 
er holds the valve firmly so that it 
may be raised from its seat, It is 
fitted with a universal joint which 
makes possible the grinding of the 
last valve and the revolving disc under 
the handle prevents the hand slipping. 

The grinder is well finished, weighs 
one pound and measures 12 in. overall. 
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Durability 


is built into every component 
part of the HEL-FI Super 
spark plug. 


Paralleled Electrodes 


insure the breaking up of in- 
rushing gases—afford a deep 
penetration and spontaneous 
combustion of every ounce of 
mixture. 


HEL-FI PLUGS 


are self-cleaning and will 
operate best on the leanest 
possible mixture. 


THEREIS A 


EA EI - FI 


FOR EVERY MOTOR 


BELVIOERE, ILLINOIS, 0.S.A. 





THE HELFI COMPANY, 


—— 





Notes of the Retail Hardware Trade 


Dustin, OKLA.—J. S. Pfaff and Son have sold their stock 
to Parks Bros. Hardware. 

LEHIGH, OKLA.—Menton’s Hardware Company has _ pur- 
chased the hardware and harness stock of Benjamin Byers 
and consolidated it with his own. 


WESTVILLE, OKLA.—The Adair County Hardware Com- 
pany has purchased property adjoining its store on which 
it will erect an addition to its building. 

CHANCELLOR, S. D.—W. H. Kortemeyer is purchaser of 
the J. Meier hardware stock. 

Crooks, S. D.—The Crooks Hardware Company has been 
incorporated with a capital stock of $25,000 to deal in bath- 
room fixtures, belting and packing, buggy whips, builders’ 
hardware, children’s vehicles, churns, cream separators, cut- 
lery, dairy supplies, electrical household specialties, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline engines, 
heating stoves, heavy farm implements, heavy hardware, 
home barbers’ supplies, lubricating oils, mechanics’ tools, 
paints, oils, varnishes, plumbing department, poultry sup- 
plies, prepared roofing, pumps, ranges and cook stoves, re- 
frigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, wagons, buggies and washing ma- 
chines. The incorporators are Ole H. Gunderson, Albert 
Oyen and W. H. Oyen. Catalogs requested on a line of 
harness. 

KIMBALL, S. D.—The Barnard-Giles-Moses Company have 
commenced business here, handling cream separators, gaso- 
line engines, pumps, wagons and buggies and washing ma- 
chines. 

McLAuGHLIN, S. D.—J. P. Nelson has disposed of his 
stock to the Moen Hardware Company. he new owner 
requests catalogs on automobile accessories, baseball goods, 
bathroom fixtures, belting and packing, bicycles, buggy 


whips, builders’ hardware, churns, cream separators, cut- 
lery, dairy supplies, dog collars, electrical household special- 
ties, fishing tackle, furnaces, galvanized and tin sheets, 
gasoline engines, harness, heating stoves, heavy hardware, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, plumbing department, poultry supplies, prepared roof- 


ing, pumps, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware, sporting goods, tin 
shop and washing machines. 

NorFoLk, VA.—F rank T. Clark, Incorporated, has been 
organized to conduct a wholesale and retail business in a 
line of general hardware, tools, builders’ hardware, auto- 
mobile accessories, plate and window glass, mirrors, paints, 
oils and varnishes, roofing, building and insulating papers 
and builders’ supplies of all kinds. The capital stock is 
$100,000. Frank T. Clark is president. 


Mopesto, CAL.—The Turner Hardware & Implement 
Company carries a stock of automobile accessories, base- 
ball goods, crockery and glass, electrical household special- 
ties, fishing tackle, mechanics’ tools, paints, oils, varnishes 
and glass, etc. 

AucGustTA, ILL.—Henry Race is disposing of his stock. 

Ho.coms, ILut.—Harry Knot has purchased an interest 
in the hardware business of Albert Dummer. 


LINCOLN, ILL.—Baker, Smith & Unland, successors to 
Woelfel & Gundlach, request catalogs on belting and pack- 
ing, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream separators, crock- 
ery and glass, cutlery, dairy supplies, dog collars, fishing 
tackle, furnaces, gasoline engines, hammocks and tents, 
harness, heating stoves, heavy farm implements, heavy 
hardware, iron beds, kitchen cabinets, lubricating oils, 
mechanics’ tools, poultry supplies, ranges and cook stoves, 
refrigerators, shelf hardware, silverware, sporting goods, 
tin shop, toys, games, wagons, buggies and washing ma- 
chines. 

LAFAYETTE, IND.—The Shuee-Bahls Hardware Company, 
doing both a wholesale and retail business, has purchased 
a four-story building, which will house its hardware stock. 


PorRTLAND, IND.—The Stafford Grain Company requests 
catalogs on the following lines: Automobile accessories, 
belting and packing, builders’ hardware, building paper, 
fishing tackle, galvanized and tin sheets, gasoline engines, 
harness, heating stoves, lime and cement, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, prepared 
roofing, pumps, shelf hardware and washing machines. 

MANILLA, IND.—Silverthorn & Hungerford are purchasers 


of the stock of Whisman hardware store. The new owners 
request catalogs on the following items: Automobile ac. 
cessories, buggy whips, builders’ hardware, churns, cream 
separators, crockery and glass, cutlery, dairy supplies, elec. 
trical household specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, gasoline engines, harness, heatin 
stoves, heavy farm implements, heavy hardware, lime an 
cement, lubricating oils, mechanics’ tools, paints, oils, var. 
nishes and glass, plumbing department, poultry supplies. 
prepared roofing, pumps, ranges and oun shoves, refrig- 
erators, sewing machines, shelf hardware, @ilverware, toys, 
games and washing machines. 


PIERCETON, IND.—The hardware busin of Brosnahan 
and Leffer has been sold to Kuhn & Davis, Mio request cata- 
logs on belting and packing, bicycles, bug whips, build- 
ers’ hardware, churns, cream separators, electrical house- 
hold specialties, fishing tackle, gasoline engines, harness, 
heating stoves, heavy hardware, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, poultry supplies, 
pumps, ranges and cook stoves, sewing machines, shelf 
hardware, cutlery and washing machines. ; 

VINCENNES, IND.—The Saiter Morgan Company, con- 
ducting both a wholesale and retail business, has increased 
its capital stock from $50,000 to $300,000. 

HAMPTON, Iowa.—John W. Cummings has disposed of his 
interest in the hardware firm of Cummins & Elliott to Earl 
Elliott, who has been associated with him for several years, 
He will continue the business under the name of the Elliott 
Hardware Company. 


MAXWELL, Iowa.—W. J. Sherk has bought the stock of 
A. C. Cole. 


ToLEDO, Iowa.—J. C. Bishop and F. O. Wink have dis- 
solved partnership. J. C. Bishop will conduct the hardware 
business under his own name. 

PRINCETON, Ky.—The Neel Hardware Company has sold 
its hardware stock and business to Stephens & Jenkins. 
The new concern requests catalogs and price lists on hard- 
ware, housefurnishings, implements, etc. 


BUCKFIELD, ME.—The Buckfield Farmers’ Union is the 
new owner of the hardware business of Frank Warren. Cat- 
alogs requested on builders’ hardware, building paper, 
churns, crockery and glass, cutlery, dairy supplies, dyna 
mite, fishing tackle, galvanized and tin sheets, heating 
stoves, heavy farm implements, heavy hardware, lime and 
cement, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, shelf hard- 
ware, sporting goods, tin shop and washing machines. 

AMESBURY, Mass.—The Howard Hardware Company, 
Inc., has been incorporated with J. Albert Davis as presi- 
dent and Frank H. Howard, treasurer, to take over the 


|business of the Hanscom Hardware Company of Haverhill. 


CLINTON, Mass.—Eugene O. Pratt is enlarging his store. 

HoLyoKE, Mass.—C. W. Rackliffe, who for many years 
conducted a hardware business here, has sold his stock to 
the Dooley Hardware Company, 257 Appleton Street. The 
new company requests catalogs on builders’ hardware, 
mechanics’ tools, paints and housefurnishing goods. 

Saranac, Micu.—M. A. Benson, who has conducted ‘& 
hardware business at the same location for the past = 
years, has disposed of his shelf and heavy hardware stoc 
to R. I. Hawley. The present owner requests catalogs on the 
following lines: Automobile accessories, baseball goods, 
belting and packing, bicycles, builders’ hardware, buildin 
paper, children’s vehicles, cutlery, dairy supplies, dog col 
lars, electrical household specialties, fishing tackle, fur- 
naces, galvanized and tin sheets, gasoline engines, ham’ 
mocks and tents, heating stoves, heavy hardware, home 
barbers’ supplies, kitchen cabinets, kitchen housefurnish- 
ings, linoleum, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing department, poultry 
supplies, prepared roofing, pumps, ranges and cook a 
shelf hardware, silverware, sporting goods, tin shop am 
washing machines. 

EpEN VALLEY, Minn.—The Weber & Deber hardware 
stock is now owned by H. J. Wartman, Inc. 

LAKEFIELD, MInN.—E. A. Gage has disposed of his stock 
and building to H. L. Rasmussen. 

SLeepy Eye, Minn.—J. M. Schroepfer has sold his stock 
to Flor & Reitter. 
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